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All BiRotor Counter 

and Meter Assemblies 

are designed and made 

by BRODIE-everything 
from one dependable source. 
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Everytime another Brodie BiRotor is specified 


and installed, the user is sure of a balanced 
design meter.— where all the parts work in 
smooth harmony, as an efficient, integrated 
unit. Every BiRotor is Brodie-designed... 
every assembly is Brodie-controlled and 
Brodie - built! 
Brodie divides their Meter responsibility 
with no one. Brodie builds BiRotor Meters 
and stands behind every part...rotors, cases, 
counters — everything. That's another reason 
you never have to “baby” a BiRotor—use it 
ta its full rated capacity. 





Famous fuel unit “firsts” from Sundstrand 


—leakproof diaphragm-type shaft seal— 


Back in the twenties when oil burners were first 
being installed, pumps with packing-box oil seals 
were used. These were very subject to leaking and 
had to be replaced frequently. Later, a bellows- 
type pump shaft seal was developed which was 
a definite improvement over the stuffing-box type. 
But it also caused problems since it was subject to 
cracking and leaking. 

Sundstrand engineers, however, developed an 
entirely new diaphragm-type seal. Sundstrand 


had discovered that to produce a truly leakproof 


seal you had to follow four important steps 

1. Give the seal a glass-hard, practically wear- 
proof surface. This was accomplished with a spe- 
cially developed nitriding process. 

2. Lap this Nitralloy disc seal to a mirror finish 
flat within millionths of an inch! Our engineers 
found it was necessary to check each seal under 


an optical flat with monochromatic light waves to 
obtain this unusual accuracy. 

3. Use for a mating part, a very special bronze 
bushing to keep the Nitralloy disc constantly dry- 
lubricated. 

4. Maintain constant positive contact between the 
two parts with a steel spring with just enough com 
pression to let the Nitralloy disc float, match, and 
Stay flat against the face of the bushing. 

This Sundstrand leakproof diaphragm-type 
shaft seal is so superior to former seals that its 
basic principle has been widely imitated. 

Sundstrand continues to maintain its position 
of leadership in product research and develop- 
ment. When you purchase fuel units stamped with 
the Sundstrand trademark, you can be sure you 
are getting maximum quality and efficiency, and 
the finest units we can manufacture. 


SUNDSTRAND HYDRAULICS 


Cantino” Semvict 


Canada by John Ing 
Stockholm; in Frar 


Look for this sign 
—it's your guarantee 
of genuine parts and 
certified service. 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford 


>: 89 Summit Ave., Summit, N. J. Made 
Sweden by Sundstrand Hydraulic AB 
20-22 Rue Des Petits-Hotels, Paris 
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OIL BURNERS-WATER HEATERS-—-SUPPLY PUMPS 


famous the world over for Quality and Economy 


SUN-RAY OIL-FIRED 
WATER HEATERS 
3 Sizes—8 Models 
Copper-Lined, Glass-Lined, Stone-Lined 


“RAY “SHELL HEAD” 
OIL BURNERS 


wen, ORIGINAL HIGH TEMPERATURE 
COMBUSTION HEAD 


- Capacities 0.5 to 10 G. P. H. 


SUN-RAY +4-5 OIL BURNERS . 


Approved for #4 and #5 Oil 
Capacities from 3 to 25 G. P. H 


. WILL SUPPLY UP TO 180 GALLONS OF 
HOT WATER PER HOUR—100°F. RISE. 

» LONG, LIBERAL GUARANTEES. NO TEM- 
PERATURE RESTRICTION ON STONE- 

' LINED OR COPPER-LINED MODELS. 


MANUFACTURING CORPORATION 
JAMAICA 35, N. Y. 


SUN-RAY BURNER 
139-22 QUEENS BOULEVARD 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES + FACTORIES +» WAREHOUSES 
CHURCHES + SCHOOLS 


APARTMENT BUILDINGS + 
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perhaps NOFI should push oil com 
panies harder for equipment installa 
looks like 


sized companies in smaller 


tions. On the surface, it 

medium 

he best job of equipment 

observation having no 

campaign or non-campaign 

rather on what the dealers 

their margins: The 1. that 

ire too high have an 

1.64¢: the 16 that think 

— ALWAYS a_ temptation the too low average 3.90¢; the re 
following a big questionnaire maining 7 that think 


they re just 
study published in September issues about right have a 4.75¢ average. Thus 
to go back and glean more from th ve mix economics and philosophy 
work sheets. There could be a lot 
correlations if the staff had 
ONSUMERS LIKE TO BUY from a 
door-to-door salesman, according 


York ad 


ncy BBD&O, principally because of 


dig them out. This time in 


few hours we got a few more by N 
ae ; pilot survey by ew 
The question uppermost in some : 
our minds is how the markets w 


onvenience newspaper 


NOoF! advertising campaigns compa 
Che first 


obstacle to such an approach is that 


' nist Amy Vander says direct 
with those not having them 


en stand out in bright contrast 


. re sales peopl The average 
the questionnaire returns con ; 
S person is either passive or 

the more alert dealers, though 
- : apathetic when a customer 
ways the larger ones. Yet alert 

; ; conditioned to buy by the 
and cooperative ad campaigns sé 


of his entrance into the 

to go hand in hand ; 

tag approaches”, she pointed out 
Thus, when we eliminated ’ 
industry has always 


de selling, and as conditions 


needed 


turns from states not qualific 
more Si 
NOFI programs we found that onl : 
me s : become increasingly competitive we're 
10% of the total reporting 


were from cities not having adv 
ing campaigns. 


. “a IE TR 
So on a one-horse-one-rabbit HE WISCONSIN PETROLEUM 


° ‘ ’ { ] 1 tion of 
parison basis we learned PRESS, official publication of the 


: : } ha Aneneieet eee ed 
As an index of selling energy, th een eeeenrney eer ee 
dealers in non-campaign cities spent ick for editorial integrity. Its 


‘ os 275 : st issu irried large “ 
for advertising $1.37 per fueloil cus issue carried a large “box” on 


Cl 


tomer on the books. This compares ck cover identifying and glorify 


: : ~ ) f tha } tl 1 
with the entire group spending $2 (2 refiners that are the s§ Ip 


; . 20 members th 0-odd , 
per customer, with 38¢ of this going embers of the 80-odd c 
campaigns under NOF! 


In the non-campaign cities the aver ise, 
. 7 SsuD a4 on ‘ 1 < 
age margin on No. 2 oil was 4.21¢ pplying Nira mag ind 


against 


to the cooperative campaigns 


vertisers in that issue 


nly four of th wer lt | 
£604 for the whok group hese ere in the list of 


That's one book that 


NOFI si pporters 


Dealer size in non-campaign cities 
averaged having 854 oil customers - , 
rs. in fact intelligent advertisers 

compared to 1,402 for the total study si 


ri y } t ) 
ae nvs tna Way 
Then an odd angle showed up. The 


dealers in the non-campaign cities 


seem to be more burner sales minded HY IS THE LPG crowd so vigor 


Here the oil companies sold 5.2 oil ous in the fuel marketplace? As 


heating installations for each 100 oil we look about for new applications for 


customers on their books, compared « fueloil we are constantly running into 


2.8 jobs for the entire reporting group tions already pre-empted by pro 


This may be just a “happenstance” or 1 or butane, usually the former 


The more you look over this situation 
the more you must conclude that they 
are better merchants they have « 
be 

For ene thing, it is next to impos 
sible to take away another company’s 
Lgp customer. He's always tied up on 
some kind of a tank deal. We in fuel 
oil get concerned about the cost of our 
tanks and consider this a handicap but 
the Lpg tank costs several times as 
much. 

So the dealer in that fuel either 
rents the tank to a customer or else 
sells it to him on a long time pay 
out basis that keeps him on the books 
for years ahead. 

To start in the propane business the 
dealer has two choices: buy out some 
one or create each Customer as a new 
user of the fuel. That means he must 
first of all sell him the equipment to 
burn the fuel—that’s real creative sell 
ing and it takes a lot of both push and 
patience to build up a profitable vol 
ume for the first truck. This merchan 


dising persistence carries the dealer 
into new ventures 

We had the crop drying business 
only very few years ago and now they 
have it—the dribble we sell today you 
could almost drink. We had the field 
irrigation pumps; now they have them 
In the new era of livestock heating 
which we believe is just ahead they 
have nearly all of the experimental 
installations 

We can do a lot of these things 


| 


much cheaper but that doesn’t seem t 


count when they are so determined 


They must get up at five o'clock! 


» ies RHODE ISLAND legislature 
has had for some months a spe 
cial committee to investigate fluctua 
tions of fueloil prices in their state 
After two public and four executive 
hearings the committee “was particu 
larly impressed by the fact that fuel 
oil prices had not inordinately in 
creased over the last 10 years.” They 


added _ that 


increases in that time 


might have fueloil price 
were less than 
gas or coal and much less than the BLS 


Cost of Living Index 
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This is Hess...at your service 


Hess started in 1935 with just one truck and a powerful idea: To be the independent marketer 
to independent dealers who valued and guarded their reputation and freedom of operation 
above all else! 


Some of our customers started out small too. And look at them now! They’ve grown. And 
because they have, Hess has. Today Hess has the largest independent oil company truck ficet 
in the East, 7 ocean-going tankers, 15 terminals and the most modern pushbutton refinery 
East of the Mississippi... producing Platinumized WHITE-HEAT and HESS gasolines. 


Now, more than ever, it pays to do business with Hess, because only Hess gives you all 
these exclusive services: Constant quality control. Billion gallon storage. Dependable delivery 
round-the-clock in metered trucks. See Hess! Sign Hess! 


PLATINUMIZED WHITE-HEAT-THE BRAND TO BUILD YOUR NAME ON! 








Hess, Inc. - State St., Perth Amboy, N. J. - VAlley 6-1000 / TERMINALS: PERTH AMBOY, N. J.* * WOODBRIDGE, N. J.* * EDGEWATER, N. J. * PORT READING, N. 3° 
HESS ] PennsauKEN, N.J.* * NEW HAVEN, CONN. + ALSEN, N. ¥. * RENSSALAER, N. Y.** ROCHESTER, N.Y. * ROME,N. Y. * SCRANTON, PA.* * BALTIMORE, MD.* 
JACKSONVILLE, FLA. * HESS TERMINAL CORPORATION: HOUSTON, TEX. * MOBILE, ALA. * NEW ORLEANS, LA *WHITE-HEAT TERMINALS 














by James M. Collins 


WASHINGTON—Perhaps the most sig- 
nificant policy trend now evident here 
involves gas pricing by the Federal 
Power Commission—including four 
new commissioners appointed by Pres 
ident Kennedy. 

The “new” FPC is headed by a man 
with a background of public power 
advocacy—Joseph Swidler, formerly 
general counsel of the TVA. But, it 
would be a mistake for oil and gas 


He 


gives every indication of being tough 


men to tag him as a “soft liberal 


and shrewd—bur practical, too 

In a recent major policy speech 
down in the Southwest, Swidler sur- 
prised a lot of people by backing, 
strongly, the approach of “area pric 
best 
tool” now available for sensible federal 
gas price control. But, he warned the 
industry that the area-price which is 
set must be the “ceiling’—not the 
“norm” and not a price from which 


ing” for producers’ gas, as the 


every producer can expect to get an 
upward adjustment that might be 
based on unusual costs. 

This support by Swidler, which re 
flects the majority of the FPC, was 
good news for producers. They had 
feared a tough new line from the Ken 
nedy FPC. On the other hand, Swidler 
said he did not believe any new legis- 
lation is needed from Congress—and 
this was bad news for producers, who 
are still planning and hoping for an 
other gas bill that will take them out 
from under direct federal control. Un 
doubtedly, the FPC chairman spoke 
with the tacit support of the White 
House. 

The area-pricing approach is now 
getting its first real test, involving 
prices for gas in the big Permian Basin 
area in the Southwest. The FPC has 
just held its first examiner's hearing 
here, in mid-October, to take direct 


8 


testimony and exhibits from producers 
on reserves, costs, etc. If one price can 
be set for this large volume of pro- 
ducer’s gas, which is relatively satis- 
factory to producers, and the FPC ap- 
proves the price, the outlook will be 


POC d 


Policy Studies Underway 


Meanwhile, policy studies dealing 
with oil, gas, coal are 
in C 


Administration 


now under way 


ngress and within the Kennedy 


On Capitol Hill, the Senate Interior 
group has been authorized to make a 
fuels policy investigation, with the ad- 
ot 
from a coal state, Senator Ran 
(D., W.Va.), 


sponsor of the resolution 


dition three non-member senators 
one 
dolph who was the 
At the moment, and probably until 
the next session starting in January, 


ot be 


mostly staff, com 


the work this committee will 


done by a small 


posed of economists from the oil, gas 


coal industries. Young 
Humble Oil, 
Eastern Gas Transmission Co., 
top (Dr. Charles 
Potter) of Rochester-Pittsburgh Coal 
Co., h 


pipeline and 


economists from the 


Texas 


and the executive 


ave been now been named as 


consultants”. Directly in charge of the 
staff is Samuel Lasky, an economist 
with the Interior Department. Their 
job will be to gather all of the avail- 


able data 


what is missing, then recommend to 


on fuels and energy, see 
the committee how to get the missing 


information. Hearings may be held, 


but probably not until 1962 


Kelly Reveals Interior Study 
Within the 


new look is being taken, too, at the 


Administration, a whole 


fuels and energy picture. Sparkplug for 
of In- 


terior Department, John Kelly, former 


independent oil man from New Mexi- 


this is the assistant secretary 


co (and a close friend of Senator An- 
N.M., chairman of the Sen- 
Kelly, in a 


a few days ago, made it 


ders yn, D 


ate Interior Committee ) 


speech here 
he is dissatisfied with the 


clear that 


hit and miss” approach by govern- 
ment to fuels problems. The situation 
today is too important and too vital, 
from a security viewpoint, to “let na 
take So, 


terior is making its own fuels study— 


ture its course’ he said In 


involving questions of international 
policy leasing, taxation, research, etc. 
The big objective, in reshaping poli- 
cies, will be to encourage the healthy 
growth of all the domestic industries, 
for Kelly believes that nothing is more 
important to the nation than its fuel 
and energy supplies. Factors cited by 
Kelly for the study include the nation- 
al security, inter-fuel competition, and 
“the growing internationalization of 
energy resources development and use’ 
—with the U.S. becoming increasingly 
tied to its neighbors by a web of trans- 
mission lines, and oil and gas pipe- 
lines, and with foreign oil develop 
ments, and patterns of increasing de- 
mand, becoming so marked with rapid 
upward change. 

Kelly is confident that the Senate 
study will not lead to “end use” con- 
trols, as has been feared by some oil 
men the (in 


Rather, investigation 


Congress) will be fair and objective. 


Imports Plan Under Study 


Meanwhile, the Administration is 
studying a new program to control 
imports of crude oil, unfinished oils 
and finished products (excluding re- 
sidual fuel oil), the principal objective 
being to “stabilize” the flow in rela- 
tionship to crude oil production in the 
area East of the Rockies (Districts 
I-IV). 

Some officials, especially in Interior, 
would like to hold down the flow to 
10.5% crude “de- 
1962. This 


740,000 


or so of domestic 


mand” in this area, for 


would set the total at about 
B/D (about the same 


they would also like to reduce the flow 


as now). Bur, 


from its present level 


Talks 


But, the flow can not be stabilized 


Canadian 


if imports from Canada keep rising as 
rapidly as they have during the past 
year. These imports into the northern 
Midwest are now averaging over 100,- 
000 B/D, compared with about 60.- 
000 B/D in 1960. 

Interior Secretary Udall told a press 
conference that there have been dis- 
cussions with Canadian officials aimed 
at holding down the flow and he is 
confident that an “agreement” can be 
worked out, with some kind of ceiling 


set for next year. 
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full-range 
metering accuracy 
for Bulk Plants 


600 TO 30 GPM 
AV-GAS TO BUNKER 


FUEL 


PUMPED OR GRAVITY FLOW 
ONLY 2 PSI PRESSURE LOSS AT MAX. CAPACITY 


TAKES 25% 


SEEING IS BELIEVING ...LET US PROVE IT! 


All meters must allow slippage, but some meters permit much 
more than others. As with all fluid flow, the amount of this 
slippage depends upon (1) size of opening; (2) pressure. So, 
slippage is greatest in meters with largest total clearance and 
highest pressure loss. 


While any meter can be adjusted to accurately register 
gallonage, here’s the catch: each calibration is accurate for 
only one rate of flow. At slower speeds, there's always more 
slippage, and the uncounted loss can be considerable. In 
LC meters, total clearance is one of the smallest—pressure 
loss one of the lowest—a combination that enables these 
modern meters to operate efficiently all the way down to 5% 
of rating in delivering unmatched full-range accuracy for a 
new kind of bulk plant economy. 


In just three years, LC became the world's largest maker 
of 600 gpm meters. Individual service records already go to 


LiQuion ® 


SHIPPED FROM STOCK 
—600 gpm, 350 gpm, 200 gpm, and 100 gpm sizes. 
LIQUID CONTROLS CORPORATION 


Commonwealth Avenue, North Chicago, lilinois 
Phone: DExter 6-8070 


Cc 


| CONTROLS 


FLOW OVERLOAD 


well over 400,000,000 gallons—and no metering element worn 
out. True rotary type. No oscillating or reciprocating parts. 
No metal-to-metal contact. Positive displacement. The only 
meter tested and approved by Weights and Measures Depart- 
ments for flow rates from 600 to 30 gpm. Your LC Distributor 
will be glad to arrange a “see for yourself'’ demonstration, 
and explain every superior meter feature in detail. Call him 
today, or write us. 


GOOD NEWS GETS AROUND FAST 


As the newest meter-maker, it is natural to expect that LC 
would introduce many exclusive and patented innovations to 
improve accuracy, convenience, durability. How users have 
responded to this new kind of meter is best shown by their 
purchases. Here are comparative annual LC sales totals 
since the 1957 beginning. 


LC METER SALES 





WHITE-RODGERS gives you NOW... 


what others can only plan for the future! 


33 YEARS PROVEN DEPENDABILITY 


NEW COMPACT 
668 PRIMARY 
CONTROL 


Fits on 
4” x 4” junction box 


FOOL-PROOF 
FLAME DETECTOR 


“Cad cell’ responds 
instantaneously to 
visible radiant rays 
of the oil flame 


668 KW/K-SENSOR 


Revolutionary OIL BURNER PRIMARY CONTROL 


STOPS CALL BACKS commonly encountered with 
stack-mounted controls, as reported by dealers and servicemen: 


— Combustion switch “out of step” 
— False safety lockouts caused by: 
@ poor draft conditions ¢ soot insulated helix © short cycling system 


STOPS CALL BACKS commonly encountered with other 
burner-mounted controls, as reported by dealers and servicemen: 


— Soot and dirt on detector lens 
— False safety lockouts caused by: e low pump pressure e cold air in basement 


— Dirty or open detector contacts 

— Detector held “in” by hot chamber 

Write t y I Folder R-| WI gives complete aetails 
WHITE-RODGERS 


ST. LOUIS 23, MISSOURI! TORONTO 8B, CANADA 
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Monthly Oilheating Trends 


inci showed a nice im- 
provement in oilheating equip- 
ment installations with an estimated 
17,653 during the month, which was 
This 


is not necessarily an indication of a 


10.5 above last year’s 43,139 


trend because it is too new, but it is 
refreshing 


For the nine months, we find in- 


This phase of the business is still 
much too small, but it is growing some 
and we are finding them mentioned 
in reports from uew areas. The big 
problem is that too few dealers will 
put a man on the street to sell them, 
and they are too expensive to order 
by mail 

OILHEATING STOCKS: At the close 


New York 36, N. ¥. 


Me 
# 


‘ Py - 


Separate burners, 18.483: boiler burn- 
9.242: and 


units, 23,617 


er units, furnace-burner 

The factory stocks at the close of 
July, the latest available data, were 
56,348 


69,224 on the corresponding date. So 


compared with last year's 
while dealer stocks have gone up, the 
factories appear less optimistic from 


the stockpiling viewpoint. 


stallations totalling approximately of September, oilheating dealers were TANK STOCKS: Dealers on Septem 


holding approximately 51,342 domes- ber 30 had on hand an_ estimated 


349.382 or 2% below last 
6.986 


year's 


tic oilburners and units. This com- 41,552 customer tanks compared with 


The September installations 
21,682 a year earlier 

The divided 
220-230 gal size, 36,095; sizes 550- 


1,000 gal. and 


were divided: new homes. 16.508. re- pares with 47,294 a month earlier and 


' ; . . — » 2364977 e -arlie > cs were 
placements of old oilheating, 18,381 with only 36, a year earlier current stocks were 


It is a pretty good index to an im- 


and conversions from. other fuels, 


12.764 provement in dealer confidence 675 gal. 3,473, and 


For the full nine months we esti- The current stocks were divided over 1,984 


mate new homes at 92,737 compared 





with last year’s 116,416; replacements, 
133,662: 


fuels, 


and conversions 
81,172 


473 vs. >| [FNeage)-Sancle lla an Be 
other It /N THOUSANDS OF — 
DOMESTIC OILBURNERS & UNITS = 


106.908 


from against 


Oilheating dealers in September sold 
in estimated 4,124 central aircondi- 
tioning jobs. This improved level of 


airconditioning installations is prob- 


"9 * shoes 


ably influenced by the better showing 75).74- 75. oe 


= 


of oilheating in new homes 


Hot water heaters with pressure 





} 


burners are showing some improve- 


a 
. . . . 37 [ 35 
ment with an estimated 3,191 installed 3133 


during the month. 




















N DEC 


C NV DE UN DEC 
September Minimum Retail Prices 1958 


1959 


JUN DEC JAN FEB MAR APR MAY N 
1960 196! 
Key Dealers 

Shipments of Oilburners and Units 


INCLUDING EXPORTS) 


Sept. Avg fug. Avg 

sJurners S313 

Boiler Burners 746 748 
Furnace Burners 610 614 


Scparal« $3138 
Adjusted to include manufacturers other than those 


Census Bureau, FUFLOIL & Ol 


reporting to 
HFAT'S estimates of shipments are 


° ULY SEVEN MONTI 
Price Index: Separate Burners ' 


1947-49 is 100%, 196] 1960 
20,244 +13.9 
3,758 8.7 
9,673 12.3 
33.675 + 3.9 
3.099 82 


36,774 t 20 


Percent 
Change 


Percent 

Change 1961 
174,517 
20,184 
68,694 

°63 396 
20.593 


283,989 


1960 
23,058 
3,432 
8,488 
34,978 
2,845 
37,823 


182,760 45 
20,167 + 0.) 
54,658 +25.7 

257 585 + 2S 
21,323 3.4 

278,908 + 1.8 


WHOLESALE Separate Burners 


September 96.2 Boiler Burners 
August 96.6 


Six Months ago 
Year ago Furnace Burners 
All Domestic 


Commercial 


RETAIL 


Six months ago 91.2 


September 91.6 
Year ago 91.4 Total 


August 90.8 





Next we asked the group to give us 
more detailed ideas on what is needed 





under the broad general classifications 
first listed. 

We break down operating manage- 
2. The 


intent here is to train a manager for 














ment into six parts in TABLE 











departments or at least major internal 
activity under the headings shown. 





Primary importance is given to 


service management in three of the 
rank first in 


find 


there is high interest in credit man- 


four regions making it 


the dealers’ view. Second we 


Special Study yf THIS MONTH 
agement, and they would like all the 
What Type of Education is needed training they could get for their men 


to improve Industry Performance? to help keep the dollars rolling. Third, 


N RECENT YEARS there has been 
growing interest in improving the 


I a 
industry's performance through edu- 
| 


cation. This desire is not limited to 
knowledge needed to fix a burner, 
but rather it spreads to all phases of 
oilheating intelligence. 
The National Oil Fuel 


going into education on a_ broader 


Institute is 
scale than we have had in the past 
This group has hired a new educa- 
tional director, Edward Garrison, and 
will soon be arranging schools and 
other types of training courses 

We were asked to utilize our spe 
cial study this month to get a gen 
eral impression for NOFI of what the 
dealers believe to be 


portant needs in education for our in 


the most im- 
dustry under today’s competitive con- 
ditions. 

We group 
broad range of topics that they con 


first asked the what 


sider most important, what next and 
l 


so on. The analysis is in TABLE 


TABLE | 


of the 


These headings refer to broad classifi- 


shown by sections country. 
cations for complete separate training 
courses 

The dealers were asked to vote 1, 
3, and 4 as to what they think is 
ot 


the country, the accumulated replies 


) 


most needed. From every section 


indicate that sales engineering and 
salesmanship are of first importance 
This is a healthy sign because certain- 
ly we could do with a lot more pro- 
motion and personal solicitation 
Operating management scored sec- 
ond as the classification for a general 


Next 


education, and finally, top manage- 


course in order was technical 
ment 

There is naturally a little overlap- 
ping, and it would be difficult to out- 
line a complete course under any of 
those four brackets without bringing 
some help to the others, but certainly 
the scoring here is very definite, and 


convincing 


Type of Education Needed 


I op 
Manage 
ment 


Ope rating 
Manage 
ment 


I 
I 
New England 
Mid. & So. Atlantic 
Midwest 

Pacific Northwest 
Rank 


9 


TABLE 


Operating Management 


Fle 
Instal Ope 
lation 


Sery 
Credit ice 


9 


ti 
New England . 

Mid. & So. Atlantic 
Midwest 

Pacific Northwest 

Rank 


12 


5 4 
r ' 6 
4 


- > 6 
) 


Sales 
Engineering ( 
echnical and 
ducation Salesm 


{ 


anship 
New England 
& So. Atlantic 
Midwest 
Northwest 
Rank 


Mid 


Pacific 


et 
‘Ta 


Person 


nel 


Communi 


yn cations 
6 


6 


New England 
& So. Atlantic 
Midwest 
Northwest 
Rank 


Mid 


Pacific 


under 


the 


mating 


operating management 
heading we find the subject, personnel 
This shows that they recognize the 
extreme importance of being able to 
An oil- 


heating industry depends for its suc- 


recruit and hold good men. 


cess on customer satisfaction with 
rather heavy emphasis because we sell 
the customer quite a lot of merchan- 
dise. It is elementary to observe that 
the best dealer organizations rarely 
have weak or unpleasant employees 
on their staff. 

The fourth interest among those on 
this table centers around installation. 
It is odd that this educational require- 
ment is so far removed from service; 
apparently, the dealers are not having 
too much trouble in this department, 
probably because they get so much 
help from the manufacturer and his 
field A of 


going to depend on skillful installation 


men. lot our success is 


of good equipment and dealers in gen- 
eral are not too anxious about this. 
The fifth category for education un- 


TABLE 3 
Technical 
Heating 
Plant 
Instal 


lation 
9 


A.C 
Instal 
lation 


Jilburner 
Instal 
lation 


4 


A.C. 
Service 
3 


» 


Service 


, 
» 


9 


3 
3 


4 
5 


TABLE 4 


Sales Engineering and Salesmanship 


Sales 
Manage- 
ment 


Equip 
ment 
Selling 


9 


Esti- Fueloil Customer 


Sel'ing Relations 
l 
4 
4 


| 
4 
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der operating management is fleet 
operation. This is a real surprise con- 
sidering all of the fresh interest and 
publicity along this avenue. It is par- 
ticularly significant that there is such 
a simularity of thought as to relative 
importance in all sections of the 
country. 

Sixth and final educational need as 
shown in this table is under the head- 
ing of communications. This topic 
might be a little obscure, but certain- 
ly it is a very vital function in any 


industry. It embraces internal activity 


in two directions — from the boss to 
the department heads and to the work- 
men, and vice versa. It also has a lot 
to do with getting the company’s con- 
structive ideas over to the customer, 
and the customer's wishes (of what- 
ever nature) back to the right level of 
importance in the company. This ts 
actually quite a study. 


Technical Education 


Under the broad heading of techni- 
cal education, we show the importance 
of various phases in TABLE 3. Again 
we have mechanical servicing in first 
place. This is not intended to mean 
the same as the service management 
education in TABLE 2. That had to do 
more with the organization and 
smooth operation of the department. 
Now in TABLE 3, the high emphasis 
on service training needs is identified 
with the actual field work and skills 
of the performers. 

Installation rates second in this 
technical training facility, and again 
such a course would deal with the 
physical handling and hookup of the 
fuel, the utilities, and the burner it- 
self 

Installing the heating plant is third 
in the list of technical skills that deal- 
ers want and recommend as suitable 
schooling courses. Under this head- 
ing, the training is aimed at getting 
the boiler or furnace set up in good 
shape followed by the best skills in 
completing the air or water distribu- 
tion systems throughout the home. 

Airconditioning installation rates 
fourth in this series, and aircondition- 
ing service rates fifth. The needs here 
are easy to visualize since it has been 
only in recent years that the oilheat- 
ing dealer moved into this field. 

The fourth table shows much less 


of a clear pattern than the first three. 
The whole subject of sales engineering 
and salesmanship is of first interest as 
we saw in TABLE 1, but the dealers 
are much less sure of the best ap- 
proach. The most popular column by 
a small margin is the one headed 
equipment selling followed by fuel- 
oil selling, with less than 10°% differ- 
ence in the exact scoring between the 
many dealers who cooperated. Third 
place goes to customer relations, and 
certainly this is a vital segment in the 
whole marketing function. Competi- 
tive fuels are increasing in vigor to 
the point that our industry must not 
only keep customers happy, but we 
must constantly them how 
happy they are. This one title, custom- 


remind 


er relations, in a broad sense wraps up 
the whole ball of wax because if for 
any reason the user dislikes our in- 
dustry or our facility he quickly makes 
it known and we lose ground. 

The subject of estimating is fourth 
in this table and it is surprising to 
find it that far down in the list. The 
dealer might under some conditions 
sell oilheating equipment without 
profit to gain new fueloil accounts, 
but he must at all times be in position 
to know exactly what he should be 
getting for the work and why. 

Sales management rates weakest in 
this table, not because it is unim- 
portant, but because in our industry 
the majority of the dealers by actual 
count will function as their own sales 
managers, hence they question the 
need for training here. We may not 
agree with this viewpoint, but still if 
an educational program is successful 
and helpful it must be built around 
what the dealers consider to be their 
actual needs. 

We next asked the question of how 
long an institute should run for either 
top management or operating man- 
agement and we got these responses. 
Voting for two days were 35°; then 
37°% of the dealers prefer three days; 
15° would like four days; and re- 
maining 139% want them longer — 
usually a full week. 

What tuition should be charged de- 
pending upon the number of days in 
Among those that 
two-day 


a short course? 
voted for management 
courses the range of tuition was from 


$15 to $50 with the largest number 


voting for $20 or $30 and the 
weighted average for all being $27. 

The three-day course points to an 
average tuition of $29 with the lar- 
gest single group suggesting $30 and 
the next largest suggesting $25. For 
a four-day course, the weighted aver- 
age tuition would be $43 with the 
majority voting for either $40 or $50 
Among those voting for longer than 
four-day courses, very few indicated 
what tuition they would pay. The 
high point was one dealer wanting a 
full week and willing to pay $80 

Another question that often arises 
in connection with oil heat training 
courses is whether the industry should 
have a traveling service school like 
the Ou! of New England. This has 
been going for many years. The 
courses typically run nine weeks and 
the instruction is one night a week 
for three hours with the instructors 
furnished by the various factories that 
supply our products 
Traveling Schools 

The large majority of the reporting 
dealers, 66°;,, vote that schools of this 
type would be of some help to the in- 
dustry and to their people. Next 14% 
think they are of doubtful value; then 
17% say schools of this type are all 
that the industry needs. Only the final 
3% don't believe that such schools 
are of any usefulness. 

Some comments on these traveling 
schools were: “Schools are too short 
to train ‘green’ men, and the length 
is too expensive for advanced train- 
ing of experienced men under our 
union contract. “Instructors from 
factories have a tendency to be sales- 
“This 


is really what we need.” (Midwest) 


men, and that’s not good.” 


“Schools should be in areas that 
all servicemen in state could go to.” 
“This type of school should sup- 
plement factory schools, not replace 
them.” “Most instructors are not 
experienced servicemen and are not 
exposed to retail customers.” ; 
“Schools are of doubtful value and de- 
pend on the time of year—in mid- 
winter many men could not give one 
or two nights a week.” . . . “School is 
helpful for experienced men only.” 
. “Courses should be modified to 
conform to various parts of the na- 
tion.” 
Our next question turned out ob 
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scure in the response. We were try- 
ing to learn how many dealer em- 
ployees had been to schools designed 
for oilheating in any phase. We 
probably asked it 


some of them gave us numbers of 


wrong because 


men and others gave us percentages 

Where they stated a percentage the 
average was 83%. Where they 
answered the question in men, the 
average number was three. 

More important, we asked if they 
considered if their training had been 
quite thorough and 73% say that it 
was. 

Among 


schooling was not good these were 


those that thought the 


typical reasons: “insufficient time, 
“too much heavy oil emphasis,” “too 


fundamentals, not 


much theory on 


enough practice,” “poor instructor, 
“forget what they learn, and don't 


have reference material to check 


Dealer Comments 

“Light on mechanics,’ “teachers not 
qualified,” “too elementary,” “train 
ing too advanced,” “should teach gen 
eralities first, specifics second,” “not 
enough field experience.” 

As a final question, we asked if the 
dealer would send his salesmen to a 
two or three day training institute 
We found that 74% 
send one or more men to such a 


would like to 


course. 

Then they were told to state an 
amount that they would be willing to 
pay for tuition. The amounts varied 
all the way from $20 to $70 and the 
average was $39. 

Dealers added these comments and 
thoughts on the general topic of edu 
cation: “We would gladly pay our fair 
share of a good education program, it 
is important and expense should be 
secondary.” . . . “We could use a com 
petent layout man capable of estimat 
ing.” 
on modern equipment and leave men 
unable to handle older units.” . 

“Our area (Chicago) needs a school 
such as the one in Springfield.’ 
“The public is in need of education 
if we are to sell oil units.” . . . “Bet 
ter training is positively essential in 
today’s business.” . . . “The local board 
of vocational education would furnish 


. . “Many courses concentrate 


classrooms and pay part of instructor 
expense.” 
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T° rOO EARLY in the season to ex- 
pect much change in prices, al- 
though the table carries a .4¢ increase 
over last month at Syracuse, a half 
cent drop at Boston and Milwaukee 
four-tenths downward 


| 
ana a move- 


ment at Portland, Maine 


Quite a number of dealers are ask- 


ing this fall it we think prices of No 
2 oil will be going up soon. They will 


most surely rise as we get into very 


Distillate Fueloils 
PRIMARY STOCKS* 
Phousands of Barrels 
Fast of Rockies 
Oct. 13 Oct. 14 
196 1960 
Kast Coast 71,318 
Midwest 94,248 
Gulf Coast 27,923 


a/ 


Potal 153,489 


72,960 
56.200 


American Petroleum Institute 


cold weather but there is little reason 
to expect that the weighted average 
price for the coming season will be 
up. The present outlook favors the 
other view. 


No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of September 10, 1961 


Tank Tank 
Car Wagon 


Portland, Me 11.04 
Boston 10.94 
Providence 10.94 
Hartford 
New Haven LO.BA 
Svracuse 11.64 
Albany 11.04 


4g 
q 


4 


J 


l 

l 

l 
LL.15A 16.3 

1s 

15 

15 


) 
) 
m) 
) 


New York LO.RA | 
Newark LO.RA | 
Philadelphia 1O.RA | 
Baltimore 1LO.RA l 
l 

l 

l 


Wilmington, N.( 11.24 
Washington Le 4 
Richmond 11.154 


) 
1 
Charleston, S.¢ 11.24 
Chicago 925° 
Detroit 10.00* 
Cleveland 12.00° 
Minneapolis 9.679 
St. Louis 9 35° 


Indianapolis 9.64* 


Milwaukee 941° 
Des Moines Q4* 
San Francisco 12.05 
Portland, Ore 10.825 

Seattle 10.6 
Spokane 12.2 
Los Angeles 11.55 


Tank wagon prices shown are for maxi 
mum one-time delivery discounts 
* delivered 


4 Price subject to .50¢ gal. TVA 
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ARTOL 


PETROLEUM CORPORATION 


FROM HERE ON...WE’RE TENNECO 


facilities to supply you, day and night, quickly and 
dependably, with top quality fuel oil, kerosene and 
other petroleum products. ® For over 35 years 
Hartol has stood for fine service. Under the 
Tenneco shield at our terminals and supply points 
you can be sure that service will become even more 
meaningful. Faster, more efficient, more depend- 
able than ever. ® TENNECO OIL COMPANY, 
Hartol Petroleum Corporation Sales Division, 220 S. 
Harrison Street, East Orange, N. J. 


TENNECO...SIGNPOST FOR THE SIXTIES 
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DONGAN 
Oil Burner 
Transformers 


éeeeveee Custom Built 
to your Specifications 


Dongan ignition transformers are 
standard on leading oil burners; 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 


You'll like the con- 
venience of Don- 
gan’s new test unit 
Included: high volt- 
age potential trans- 
former; voltmeter 
pair of high tension 
test leads; pair of 
primary leads. For! 
bench or field work 
easily portable 
weighs just 15 
pounds. Write for 
prices 


In your pocket... 
complete data for 
replacement trans- 
formers: pictures, 
cross-index tables 
that give specific 
Dongan replace- 
ments, dimensions, 
mounting drawings 
and instructions. 
Ask for your com- 
plimentary copy to- 
day. 





SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 


MANUFACTURING CO. 
2981 Franklin St., 
Detroit 7, Mich. 








Names in the News 


Frederick § 


vice-president of the 


Burroughs was named 
National Oil 
Fuel Institute by 
the directors at 
the annual meet- 
ing of NOFI at 
New York Octo- 
ber 17 
Burroughs, sec- 
retary of the In- 
stitute and man- 
aging director of 
its Promotion-Communications Div. 
was formerly secretary and associate 
director of the National Fueloil Coun- 
cil, which merged with OHI in May 
1961 to form the new present associ- 
ation. Prior to that he had been na- 
tional secretary, Distribution Div. of 
OHI. With NF« 


development of 


he played a major 
n the local 
advertising campaigns 
h six years during which their 
advanced from $360,000 annu 


three million dollars in 1961 


C. Smith has been named 
regional sales manager, Auburn Burn- 
Edgerton, Ohio. He will be lo- 


in the new sales office in Indi- 


er Ci 
] 


cated 


anapolis. Smith had formerly been 
manager of fueloil for Shell Oil Co. in 


Indianapolis 


been 


tional sales manager, Farris Combus- 


Urove has named na- 


tion Controls 
Corp., an affiliate 
of Farris Engi- 
neering Corp., 
Palisades Park, 
N.J., manufactur- 
ers of fuel econ- 
omizers and air 
preheaters. 
He will establish 


a national distributor-dealer network. 


> CIRCULATORS - 


EXCHANGE 
SERVICE* 


SAVES 


... TIME 
a 
ea 


REBUILT 
HEATING. 
EQUIPMENT | 


— 
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FOR ALL 
MODELS AND MAKES 


be em me mee memes me ee mm wend 


- 
' 
' 
' 
' 
' 
‘ 
‘ 
‘ 
' 
‘ 
' 
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ONE SOURCE : 


*for wholesalers only 


M@ PREMIUM QUALITY 


Guaranteed same as new 


@ PROMPT DELIVERY 


Shipped from. stock 
inventory 


@ ECONOMICAL, PROFITABLE 


Lower unit cost 


huge 
maintained at all times 


higher profit 


@ REPRESENTED NATIONALLY 


Qualified representatives located in 
key cities, available for assistance 
with your heating equipment needs 


Don't be satisfied with ‘just as good as the 
rest’ — Specify Paco and get the Best! 
FREE CATAL 


abi e — am j 3 

AUTHORIZED REBUILDERS OF 
CONTROLS - FUEL UNITS - WATER FEEDERS a 
TRANSFORMERS - GAS VALVES,etc.. 


STRVES INE 
461 SOUTH DEAN STREET 
ENGLEWOOD 
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Ray Edwards Says: 


HERE'S A PROMISE THAT 
WILL HELP YOU SELL HEATING ... 





Whether you're selling home owners or builders, show them how 

Edwards Zone Control hydronic system saves money. Occupants of 

homes or apartments with two or three separately controlled zones 

save up to 30° in fuel. A non-zone system is a waste-heat system. 

Heat is scattered all over the house, mostly in places where it heats 

only the walls and the bedroom furniture. Edwards Zone Control EDWARDS PACKAGED 
system keeps the un-used rooms cool until heat is needed. Results? HYDRONICS — 
Fuel saving. Boilers, zone valves, 


= x e . : circulators and 
Fuel saving through Zone Control is a powerful sales story. Talk baseboard radiation 


about it, advertise it by direct mail, newspapers, radio; publicize it 
in your local paper. 

Need help? We will outline a complete program of publicity and 
advertising specially for you. Send the coupon for this help or for 
any of the other aids we offer. 


MAIL COUPON TODAY! 





Yes, we are interested in: 
EDWARDS } Advice, scripts, 
ENGINEERING mats for our COMPANY 
CORP. local advertising 
Pompton Plains, N. J. [] Your 210 page Catalog 
TEmple 5-2808 (1) Engineering layout service CITY 


NAME 





ADDRESS 
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Rely on the 


PATS APPLIED FOR 


b Mecnanics CO 
BOSTON, mASS..U-S4- 


WHISTLER 
(actual size) 
another fine product from 
the makers of Galongage, 
Guardian, and Fil-Thru 


WHISTLER 


for New Installations, too! 


The Whistler is easy to install; 
efficient in performance. That’s 
why several hundred oil com- 
panies have used them on ex- 
isting installations. 

AND the Whistler is just as reli- 


able on new installations, too. 


The Model D is designed espe- 


cially for new jobs. 


Has the same quality construc- 
tion as the Model E. Built to last 
indefinitely. Proved by thorough 
field-testing and nation-wide use 
by oil companies to give top per- 
formance. Compact and _ light 
weight. Requires less storage 
space and costs less to ship. It’s 
the convenient, popular fill-signal. 


Only one size to stock. 


And when you use the Whistler 
with the Guardian or other frac- 
tional-reading gauge, you have all 
the advantages of two separate 
instruments at less expense than 


a combined signal-and-gauge. 


So, rely on the Model D Whistler 


for your new installations. 


Write for prices and complete information. 


APPLIED MECHANICS COMPANY 


381-385 CONGRESS ST., BOSTON 10, MASS. 


. . . Names in the News 
Arthur A. Kendrick Jr., has been 
appointed general sales manager, Ever 
Tite Coupling 
Co., New York 
He had been east 
ern sales man- 
ager. Kendrick 
has been with 
Ever Tite for 
more than _ five 
years and before 
that was associ- 
ated with his father’s firm in Hen 


neker, N.H 


Dr. S. Roy Morrison has been pro 
moted to assistant director, Minneapo 
lis-Honeywell Research Center, Hop 
kins, Minn. Morrison succeeds Dr 
John R. Dempsey, who recently was 
named director of the center to fill 
the vacancy created by the resignation 
of Dr. Finn Larsen, now assistant sec 
retary of the Army in charge of re 


search and development 


W’. C. Archer has been named pres- 
ident, Sid Harvey's of New England, 
succeeding M. P. Bernard, who will 
explore the possibilities of extending 
the Sid Harvey operation to Florida 
Archer, a former vice president of Sid 
Harvey Inc. in Valley Stream, N.Y., 
has been president of Sid Harvey of 
Md., Inc. since 1948 


Richard B. Schmidt has been named 
manager, marketing, Mueller Clima 
trol, Milwaukee, Wisc. In his newly 
created position, Schmidt will be re 
sponsible for all internal and external 
sales functions, as well as for all ad- 
vertising, promotion and publicity ac 
tivities. The company also announced 
the appointment of George M. Hase as 
sales manager for the company. Hase 
will be responsible for all external 
sales functions for the nationwide op 


eration, reporting to Schmidt. 


Schmidt 
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From 
MONCRIEF 


the right 
combination 
for best ® 
oil burning >) 
performance | witli 


The Round Firebox 
Combustion 
Chamber 
! 


Tried, tested and true . . . this combina- 
tion has proven superior in hundreds of 
thousands of Moncrief Oil Furnace instal- 
lations quiet and trouble-free. 


Today’s Moncrief Oil Furnaces are 
assembled at the factory . . . the heavy- 
gauge heat exchanger and refractory fire- 
box built-in. In addition, they have the 

Th | ities: 
Oi pot Ne Ao preferred controls combination fan- 
complete interior wiring with limit and stack-mounted primary control 
leads for Plenum-Mounted Fan 
& Limit Control and Stack- 
Mounted Primary Control — New Moncrief Oil Furnaces are compact 
84,000 to 140,000 Btuh and handsomely styled. And if you want 
to add summer air conditioning, the extra- 
capacity blower is standard . . . with 


quieter performance for heating. 


If you want to sell better Oil Furnaces 
at competitive prices, call your Moncrief 
Wholesaler, now 


The assembled and wired Oil Upflow Unit, showing com 
plete factory assembly and interior wiring with leads for 
Stack-Mounted Primary Control — 78,400 to 112,000 Btuh 


The Oi! Horizontal Unit — now 
completely assembled and 
wired with Stack-Mounted 
Primary Control standard — 
low, slender and compact — 
89,600 to 224,000 Btuh 








The popular unassembled 
Basement Unit with vestibule 
enclosure and hinged door— 
compactly packaged and read- 
ily assembled by one man — 
84.000 to 224,000 Btuh 


THE HENRY FURNACE COMPANY - MEDINA, OHIO 
) 


FURNACE 


HEATING AND AIR CONDITIONING UNITS 


MONCRIEF 
on) 


Winter A. C Counterflow 
Units Units 
Plenum Type Counterflow 
Evaporators Evapor ators Horizonta Furna e 
‘ Duct Type Evapora 


PIPE AND FITTINGS 
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©@@ My dear, my Henderson attributes 
his success to having Roper pumps on 
all his fuel oil trucks @® 


Pa © John has had 3 
a Roper pump installed 
» on his fuel oil truck @® 


. 
ee, 5 
7 . 
See eeeeee settee, 6 
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Service Will he better, profits will rise 


with ROPER PUMPS on your trucks! 


With Roper tank truck pumps you will get better delivery service 
because the flow is smooth, even, without pulsation, regardless of changes 
in discharge pressure or viscosity. Built-in face plate relief valve adjusts 
over 20-100 psi range, allowing stoppage of flow without halting pump. 
Roper tank truck pumps are easily mounted in any position and will 
operate efficiently in either direction. You can’t beat the service you'll 
get from Roper pumps, and they pay off in profits. 


GEARS: Helical-type, hardened alloy gears 
run vibration free. 


BEARINGS: High-lead bronze bearings are 
self-lubricating. 


SHAFTS: Precision-ground steel shafts are 
induction-hardened for years of service. 


Dependable Pumps 
since 1857 


HYDRAULICS. INC. comMERCE, GEORGIA 








. . « Names in the News 


L. T. White, Director of Business 
Research and Education, Cities Serv- 
ice Co., New York, retired October 1, 
1961. White, who will reside in Wash- 
ington, D.C., plans to personally con- 
tinue his work in behalf of small 


business management. 


A. S. Clarke has been named eastern 
Division Manager, Ralph N. Brodie 
Co., San Francisco, Calif., with head- 
quarters in Mt. Vernon, N.Y. In his 
new position, Clarke will be responsi- 
ble for the sales and service of Brodie 
products throughout the eastern and 


southern seaboard market areas 


Harry J. Bolwell has been elected 
vice president, Midland-Ross Corp., 
Cleveland, Ohio, and general man- 
ager of the company’s Surface Com- 
bustion Division, succeeding Eugene 
P. Heiles who is retiring. Bolwell pre- 
viously was general manager of the 
Chattanooga Division of Combustion 
Engineering, Inc. Other company ap- 
pointments include: Albert J. Bucken 
myer, treasurer, and Donald M. Smith, 


controller. 


R. Lisson has been promoted to 
Director of Engineering, Davis Engi- 
neering Division of Tube Reducing 
Corp., Wallington, N.J., manufacturers 
and designers of “Paracoil” heat ex- 
change equipment. Lisson joined the 
original Davis Engineering Corp. in 
1944 and was manager of market re- 


search prior to his new appointment. 


Matthew V. Carson, Jr., has been 
elected a vice president, Sinclair Re- 
fining Co., N.Y. Formerly Director 
of the Office of Oil & Gas, Depart- 
ment of the Interior, Carson is being 
assigned to the Washington office of 
the company, replacing Orville D. 
Judd, who will remain in Washington 


on special assignment. 


Leonard D. Thompson has been 


named sales engineer, heating controls, 
General Electric's Appliance Control 
Dept., Morrison, Ill. In his new posi- 
tion, Thompson is responsible for sales 
of the department's line of controls 
for domestic warm air, hot water and 
steam heating systems as well as con- 
trols for other special purpose applica- 


tions 
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Two of the ways Shell supports jobbers: heating oil research (left) and 


a mammoth co-op heating oil advertising program. 


BIGGER PROFITS: 





Shell helps jobbers earn more money with 


a remarkable new 10-point program 


Ninety per cent of Shell Heating Oil is distributed through 
branded resellers. Shell backs them up with a new, clean- 
burning fuel, new sales promotion plans, new and bigger adver- 
tising campaigns, plus other money-making aids. Read about 
the advantages of becoming a Shell Heating Oil jobber. 


YO ONE is more important to Shell’s 
N heating oil business than the 
franchised heating oil jobber. 

That's why Shell gives its jobbers 


unqualified support In so Many Ways. 


Here are a few examples: 


1. Jobbers get “first call” on sup- 
plies. More than 90% of all Shell 
Heating Oil goes directly to Shell 


bi anded resellers. 


2. A New Shell Heating Oil. In 
many areas, Shell jobbers have a new 
kind of heating oil—a bright, clear fuel 
made by Shell's patented Hydro 
desulphurization* process. 

3. FOA-5X® helps reduce filter 
clogging. A special additive in Shell 
Heating Oil helps guard against fuel 
system deposits. 

4. Sonitor® helps jobbers win new 
customers. Sonitor is Shell's anti-rust 


treatment for tanks 


*U.S. Patent No. 2608521 


prov ed eff ective 


in over 1,000,000 storage tanks. 


5. Shell Research uncovers new 
profit opportunities. From Shel! Re 
search came the Shell Combustion 
Head, used in many different makes 
of oil burners. Recently, Shell scien 
tists developed the revolutionary 


\ entres ce ymbustion proce SS. 


6. Jobbers stay informed. She'!! 
conducts periodic conterences for its 
jobbers, explains the latest develop 
ments in heating oil and profit-build 


ing business methods. 


7. Supply lines stay full. Six She!! 
refineries interconnect with 99 termi 
nals. Tankers, barges, pipeline Ss, trans 
port trucks, and tank cars are employed 


to assure a ready supply of Shell Heat 
ing Oil. 


8. Liberal life insurance program. 
Policies up to $10,000 are available. 


9. Full line of distillate fuel oils. 
Shell also offers Shell Dieselines to its 
jobbers. 

10. Massive advertising program. 
This vear, Shell is America’s No. | ad- 
vertisc! Wspapers l his enormous 
to the Shell Heat- 
ing Oil franchise. Shell plans to spe nd 


impact lds value 


more mo! heating oil in 


1961 than 


ey to pr mot 
ever before, including a 


major cooperative advertising program. 

Call a Shell Representative 
Shell's many local offices can give you 
ill the facts. Call today. Or write: 
Shell Oil Company, 50 West 50th 
Street, New York 20, N.Y. 


* 
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A BULLETIN FROM SHELL 


— where 1,997 scientists are helping 
to provide better products for industry 
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@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 


public buildings. Approved for 
180 degree outlet water. 
Details on request. 


Bock 
OLL020MLO? 


0 S. DICKINSON ST., MADISON 4, WIS. 


LIBER 


LIBERTY - 


67 


New 


leading fueloil dealers recently 


J HEN THREE of Jersey's 


consolidated, they faced an unusual 


problem—how to give the organiza- 


tion a new name and a new image, yet 


tain the good will created over the 


years by all three companies. Here ts 


the story of how they launched their 


new ‘corporate image” without losing 


their individual identities 

concerned 
Fuel Oil Co.. 
Fuel Oil Co. and Rubel & Jensen Fuel 
Oil Ci 


N.] 


The three companies 


were Lindeman Liberty 
_ all well-known in the Newark, 
area, with fine reputations built 
Com 


advant 


over long years of service 
had 


the 


I 


bining all three definite 


aves both to and to 


companies 
neir customers 


In addition, it has enabled the 


make 


Commercial 


or 
ganization to ivailable to all 


customers. a and Indus 


trial Division and a “Climate Control 


Division devoted to airconditioning 
The first problem pre sented by the 
felt 


one 


new set-up was a name. It was 


that it would be valuable to use 


of the familiar old names, and since 


Liberty’ had both the desired famil 


j 


larity and a ring to it that everyone 
concerned liked, that was it 

The next problem was how to make 
the name stick—and how to incor 
porate the original names as well. This 
was done by creating a symbolic trade- 


nark. Black, Lib 


erty’s advertising agency, developed a 


Little & Co., Inc., 


red, white and blue device featuring a 


¥S 


eg 


Howard Dornbusch, president 


torch and dominated by a large capital 
L”. Not as conspicuous as the L, but 
not overshadowed by it either were 
the names of the three companies, ar 
ranged in circular form 

This symbol, and the word Liberty 
were put on every delivery and service 
This 


was 


vehicle red, white and_ blue 


theme carried out everywhere, 


from the company stationery to the 


drivers uniforms. To further promote 
consolidation, a t-color 


the 16-page, 


brochure was published, explaining 
of 


scribing the advantages of the new 


the new concept service and de 
set-up. A direct mail campaign was 
launched, composed of twelve mailing 
pieces, and ads announcing the con- 
solidation were placed in the local 


new spa pers. 
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new...Motorola 
MOTRAC radio with 


EX FENDER moration 


CUTS OUT IGNITION NOISES 


Dramatically Improves Overall Efficiency In 24-50 mc 2-Way Radio Systems 


Motorola MOTRAC radio with Extender operation puts ignition noise suppression 
where it does the most good—built right into the receiver. Here it suppresses 
ignition noises from your own vehicle as well as those in the vicinity... providing 
the answer to the biggest problem in low-band 2-way radio systems today. 

First and foremost, Extender operation improves reception throughout your sys- 
tem. In as much as *;’s of your territory, ignition noises can garble your messages. 
Now messages are clear. ‘‘Hash”’ caused by ignition noise is gone. Second, you can 
“extend”’ useable operating range where ignition noises are high. Motorola Ex- 
tender operation suppresses disrupting ignition noise on weak, fringe area signals 
allowing the message to come through clearly—right out to the limits of your 
radio coverage. Third, you can reduce interference from other radio systems (extra- 
neous messages, ringing and other noise interference known as intermodulation) ... 
just flip the switch on the control head. 

“MOTRAC” is a trademark of Motorola Inc. TEE A LT 


Motorola Communications & Electronics, Inc 
4501 Augusta Blvd., Chicago 51, Illinois 
A Subsidiary of Motorola, Inc., Dept. AFH-144 


HEAR FOR YOU RSELF [ ] Send me phonograph record 


Send in coupon NOW [] Have salesman phone for appointment 
for a free, on-the-job recording... Name —__iitie 
listen to the dramatic Company __ 


difference in message clarity. Adarece. 
City 


[WY MOTOROLA enencenaintts 








\ugust Construction 
Contracts set record 
RENEWED STRENGTH in highways and 
utility 


construction and continued 


gains in apartment building sent con- 


struction contracts to a record for the 
month of August, F. W. Dodge Corp. 
reported today. Total August contracts 
amounted to $3,542,567,000, up 8% 
from the same month last year. 
Residential contracts in August to- 
talled $1,588,939,000, up 11% from 


last year. Dollar valuation of contracts 


Oil Heat amidst 

the Vegetables 

AT THE ALLENTOWN, Pa., fair in late 
September, one of the largest in the 
East, the Lehigh Valley Chapter of 
the Pennsylvania Oil Heat Council had 
a display, complete with “Little Bill”. 
Surrounded by vegetables and seeds in 
the main exhibition building the theme 
center of the booth was a model dem- 
onstration of petroleum from well to 
heating plant. The crowd picture is 


indicative of the many thousands that 


for apartment buildings more than visited this fair. 
doubled the year-earlier figure, while 
single-family housing ran just slightly 
ahead. The number of new dwelling 
units represented by the August resi- 
dential contracts is up 10° from 
August, 1960. 
The sharp increase in contract let- 
ting in August was accomplished in 
spite of general weakness in the non- 
residential building sector, contracts 
for which slipped 8° below August 


QO() 


Petroleum Foundation 


DELBRIDGE 
Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 
fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


awards Scholarships 
ON THE BASIS of city-wide competitive 


examinations, three students were 


granted scholarship aw ards by the Pe- 
troleum Education Foundation, New 


: : York. The awards offer full tuition 
Figure fuel oil charges fast—easily — : 
accurately—with the DELBRIDGE Oil while students are in attendance at 
& Gas Calculator! Total amount of sale 
is pre-calculated for you without laborious 
long-hand figuring and errors—simple 
as finding a phone number! 


New York City Community College : E COMForr 





earning a degree in applied science. 
Two of the winners, Joseph Digi- 
Covers prices from 10c to 40c per gallon wales 5 J : I . 
by steps of 1/10¢. Shows gallonage from 1como and Frank Lentini attended 
ito 260 gallons by steps of I'gallon— — | Wiliam E. Grady High School and 
. he tl } enki y > 
Durable, long-lasting leatherette metal- e third, John Jenkins, is a graduate 
ring binder. Only 514" x 644"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd's of London. Only $5.00 each. 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
Prove to yourself how it can save time 
... cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


of Thomas A. Edison High School 





In addition to the regular academic 


courses at the College, students in the 





petroleum program can join the Pe- 
troleum Technology Club which ar- 
ranges field visits to refineries, invites 


outstanding members of the industry 


FREE TRIAL COUPON! 


in for talks, and annually chooses a 


petroleum personality of the year. 
Edward T. Heeg, executive vice 
president of the New York Oil Heat- 


ing Association, was the 1961 award 


DELBRIDGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Lovis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator. 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 doys if we 
decide to keep the Calculator. 

winner. Previously L. T. White, vice 


president and director of education, 


Compecny 


Cities Service Oil Co., and Mrs. Betty 
Address : 


Hawley Donnelly had been honored 


] 
' 
8 
Zone...State...... .. & 
’ 
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by the group. 
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Announcing the newest addi- 
tion to the Amprobe family 














cod 4 — 
am 3 onal 
y 


Ke ae: | 

You read right. The AMPROBE JR. Testmaster Kit 
lets you read voltage on a calibrated scale (not just 
an indication), measure amps without interrupting 
service and test for resistance...at half the price 
you'd expect to pay for a tool of similar versatility 

The Kit consists of the AMPROBE JR., an ohmmeter 
attachment, test leads, a leather carrying case and 
the AMPROBE Energizer (“splits’” double-conductor 
cords for direct readings at outlets, or boosts the 
sensitivity of the instrument 10X for readings on 
fractional h.p. motors). 

Pick the range that best fits your job from six 
rugged, lightweight models: 0-25 to 0-100 amp; 
either 0-125/ 150 or 0-150/600 volts AC; 25 ohms mid- 
scale. For more details about this newest addition 
to the most-complete family of pocket-sized, snap- 
around test instruments in the world, see your 
Distributor or write for Catalog sheet AAD-1. 
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PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 
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This is Virginia’s ion hunting country, so, naturally, the Dulaney Vv r chil dren are dressed for the chase as Mom and Dad look on. 


Gulf Solar Heat Dealer 





Jim Dulaney and his friend, State Senator Ed- ‘Ouldene living i is just the thing. Above, at their eee in Charlottesville, 
ward McCue, enjoy coffee on the terrace of the all the Dulaneys join in a barbecue where Jim plays chef with some un- 
beautiful Farmington Country Club. usually tasty results. 
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enjoys life as country squire! 
Virginia’s beautiful Skyline Drive is a second home to Mr. James F. Dulaney. Nestled in these hills are 
acres of farmland on which Jim and his family can relax. The children love horseback riding and Jim 
looks after his prize herd of Black Angus cattle. 

The Dulaneys live in Charlottesville, where Jim sells Gulf Solar 

Heat in a prosperous business he’s managed since 1937. 





‘Selling Solar Heat means time for lots of other things,” says 
Jim. “It is a mighty fine fuel oil that always burns clean. I’ve 
never known it to give us any service problems.” 





The secret behind Solar Heat’s clean-burning is the exclusive 

Gulfining process. Hydrogen purified Gulf Solar Heat satisfies 

customers, virtually eliminates fuel-caused problems. Jim Du- 

laney’s profits have increased every year for the past 10 years. 

rm And so can yours. Write to: Gulf Oil Corporation, Home Heating 

Jim Dulaney, left, talks with Gulf representative Headquarters, P.O. Box 1519, Houston, Texas. 


C. L. Dechene. Nearby is Thomas Jefferson’s 
Ovi Gulf Oil Corporation 
HEAT 


estate, Monticello, a regular customer. 


heating ot 
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LOST TIME AND 
DAMAGED LAWNS 


don’t pay off... 
EXCEPT for the 
GAS COMPANY! 





You can't afford to be 
without the SPEED KLEEN” 
underground fill. 


@ Fills any underground 
tank even with completely 
clogged vent—does its 
own venting. 


@ Signal stops blowing 
when tank is full. 


@ Eliminates spills and 
damaged lawns. 

@ Keeps customers—stops 
insurance losses. 


®@ Saves up to one half time 
filling tanks. 


@ Preventing just one bad ee 
spill more than poys for it! “Ct 


“NEW ADJUSTABLE VENT-HEAD 
Requires no lifting to get extra 
venting. Finger-tip adjustment 
on collar provides more or less 
venting as required. Collar may 
be easily adjusted to shallow or 
deeply buried tanks—marking, 
checking calibrations, measuring 
or sticking is not necessary. 


ASK YOUR EQUIPMENT DEALER 
OR ORDER DIRECT 


TIME SAVING FILLS nc 


140 West Market Street, YORK, PA. 


Phone York 6119 
Please ship the following Speed Kleen 
Underground Fill 
C] Model 500-A With Insert For 


Use With Time Saving Fill Nozzle 
Tube $44.50 
LO 


Model 500-B For Use With 1%” 
or 1%” Conventional Nozzle Tube 
With Vacuum Breaker $48.50 


(If you are not using Time Saving Fills 
tight connections, order Model B) 


Name 





Address___ 














‘61 Guide, Data Book 
published by ASHRAE 


Iwo reference books in 


TECHNICAL 
the fields of heating and aircondition- 
ing are now available under one cover. 

he Heating, Ventilating and Aircon- 
ditioning Guide and the Aircondition- 
ing and Refrigeration Data Book have 
been consolidated into the new Guide 
Data 


Published by the American Society 


nd Book 
of Heating, Refrigeration and Aircon- 


litioning Engineers the 1961 volume 
contains 880 pages of reference ma 
terial on fundamentals and equipment 
A second volume on applications will 


appear in 1962 


Among the treated in the 


book 


calculations, system 


topic S 


new are theory, materials, load 


components, unt- 


tary refrigeration equipment, aircon- 


litioning units and refrigerant systems 
The new guide is priced at $12.50 
trom the Society 


and can be ordered 


1 


located at the 


345 E. 4 


United Engineering 


7th St., New York 17 


nter, 


New ARI certification 
Directory is available 
THE NEW DIRECTORY of certified uni- 
airconditioning ef- 


December 31, 


tary equipment, 


fective August 1 to 


1961, has been released by the Air- 


Conditioning & Refrigeration Insti- 
tute, Washington, D.C 


ind administer the program 


who sponsor 


The directory contains a description 


of the standards against which listed 


John G. Winger (center), Chase Manhat- 
tan Bank vice president and economist, 
discusses the future growth of the fuel- 
oil industry, with Charles H. Burkhardt 
(left) and Patrick F. Caputo. 

The occasion was the Management 
Institute for presidents, proprietors and 


equipment was judged and the various 


types of equipment included in the 
program. 

For information, write Chief Engi- 
neer, Air-Conditioning & Refrigera- 
tion Institute, 1346 Connecticut Ave., 


N.W., Washington, D.C 


Revised Oil-Fired Furnace 
Standard is published 

UNDERWRITERS’ LABORATORIES, Inc., 
has completed revisions of the Oil- 
The 
new edition supersedes the October, 
1957 


Fired Central Furnace Standard 


edition and becomes effective 


immediately 
The new edition has been prepared 


as a result of careful study by the 


Laboratories’ staff and has been re 


viewed by and discussed with manu- 
facturers of oil-fired central furnaces 
The requirements of this new Stand- 
Lab 


oratories’ bulletin on this subject dated 


May 31, 1961 


ard are in accordance with the 


Commercial Filters Corp. 
completes Consolidation 
Melrose, 


Mass., has completed the consolidation 


COMMERCIAL FILTERS Corp., 


at its executive offices of all adminis 
trative functions pertaining to the Ful- 
Flo, Honan-Crane, Delpark and Michi 
ana filter lines. 

The consolidation has involved the 
relocation of only administrative, sales 
and engineering personnel from the 


company’s Lebanon, Ind., plants 


rr 


owners of fuecloil companies sponsored 
by the Oil Heat Institute of Long Island, 
the State University of New York, and 
the National Oil Fuel Council. The eight 
week training program was held at the 
State Agricultural & Technical Institute 
in Farmingda'e, N.Y. 
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for safe, economical transfer of 


petroleum products specify 


COUPLINGS —~PERMANENT or REATTACHABLE 


From Scovill you can now get the indus- 
try’s most complete line of permanent and 
reattachable couplings for fuel oil and gas 
pump hose. Ruggedly made in a wide range 
of sizes to both commercial and military 
specifications, all Scovill Couplings give 
long, safe, trouble-free service. 

Besides petroleum products, Scovill Coup- 


FUEL OIL COUPLINGS 


Dubl-Grip Reattachable. 1” to 1/2” 
ler Aw 
‘i | 
us W, 


Super-Grip Reattachable. 1” to 4” 





Main offices: 99 Mill Street, Waterbury, Connecticut. 
Cleveland, Ohio: 4635 West 160th Street. 
San Francisco, California: 434 Brannan Street. 
Jacksonville, Florida: P.O. Box 8366. 
Houston, Texas: 2323 University Boulevard. 
Toronto, Canada: 334 King Street, East. 


GAS PUMP COUPLINGS 


Dubl-Grip Reattachable. 34” and 1” 


lings can be used in the transfer of many 
other types of liquids and on rubber, syn- 
thetic, and reinforced hose. If you have any 
applications for which you are in doubt 
about correct coupling usage, write us—our 
engineers will be glad to assist you. Scovill 
Manufacturing Company, Industrial Coup- 
lings, Waterbury 20, Connecticut. 


SPRING GUARDS 


External Guard for Fuel Oil Coupling. 34” to 3” 


Ce 


Internal (illustrated) and External Guards for 
Gas Pump Couplings. 34” and 1” 





Complete equipment for attaching by machine or hand is available 


Hose Couplings by 


SCOVILL 





the 
key to 


rt 
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automatically and accura 
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Key Lock Box — explosion 
proof design. Prewired and 
color coded. 10 or 20 Key 
system; boxes be 
manifolded 


con 


Remote Counter Box — Com 
pletely prewired. 24 volt 
0. C. power supply built-in 
Contains 10 or 20 individual 
customer totalizers 


SERVICE 
AND 


For details for 
For pumps, 
va/ves, strainers, accessories, controls... 


specify GRANCO and be sure! 


write bulletin 1060A. 


a/l/ product needs meters, 


BUFFALO METER COMPANY, INC. 


Warm Air Convention 

scheduled for November 
THE FORTYEIGHTH 
tion of the National Warm Air Heat- 


Annual Conven 
ing and Air Conditioning Association, 
Cleveland, Ohio, will be held at the 
LaSalle Hotel, Chicago, November 8 
through 10. 

One of the highlights of the busi 
ness meetings will be an address by 
Neal J. Hardy, U.S. Commissioner of 
the Federal Housing Administration. 
Other features include sessions on “As 
Affairs 
“Technical and Application Engineer 


sociation and Management, 


ing,” and “Marketing.” 


Pennsylvania Groups 
sponsor game Broadcasts 
THE PHILADELPHIA Oil Heat Council 
in cooperation with the Pennsylvania 
Oil Heat Council is sponsoring the 
Notre 


fall. The games will be brought to the 


Dame football broadcasts this 


public by “ your local Oil Heat 
Council.” 

In addition, the Philadelphia group 
is placing small ads in the real estate 
pages of the Philadelphia Inquirer 
Bulletin Daily News 


The same type of ad will also be car 


Evening and 


ried in nearby weekly papers 


Retiring Executive 
receives ESPA award 
EMPIRE STATE Petroleum Association's 
recent convention, held at Sagamore, 
N.Y., was attended by 420. Speakers 
at the session included Glenn Werly, 
R. H. Balch, R. L. Berry, and C. H 
Kriger. 

Highlight of the meeting was a tes 
White, 
Service 


timonial dinner given L. T 
ot 


Co.’s Business Education and Research 


retiring manager Cities 
Dept. White was presented with a 
newly created award by Espa for hav- 
ing made a most significant contribu 
tion to the marketing of petroleum 
products. 
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In thousands of hot water heating systems, the B&G Airtrol 
System is providing a guaranteed service in curing air trou- 
bles. This patented B&G equipment prevents air-bound 
radiation, waterlogged compression tanks, gurgling pipes... 
ends profitless call-backs. [t eliminates the need for automatic 
air vents! 





The B&G Airtrol System is simplicity itself. It consists of 
two easily installed parts—the Boiler Fitting and the Tank 
Fitting. Their combined function is to trap air in the com- 
pression tank and prevent its return to the boiler, piping 
and heat distributing units. All air bubbles are caught where 
they form—in the boiler! 


Any forced hot water system, regardless of size, can be 
equipped with a B&G Airtrol System. 

For full information on the only guaranteed method of con- 
trolling air in hot water systems, send for Bulletin HM-456. 





GUARANTEE! 


BaG Airtrol® Systems are guaran- as 
teed to prevent the accumulation of a] ek 
air in heating units, and prevent noises ae j ¢OuCine vaLYE aes » iTe 
caused by entrained air in piping. In : = BBG A ee a 
case of failure of any B&G Airtrol ura gage oy 
System (within the U.S.A.) to operate c= -he TAPPING % : Fan aS POSSIBLE. 
correctly, when installed in accord- 

ance with our published instructions, , 
we will provide, free of charge, the 

services of a factory-trained engi- ; = —_ 
neer, who will supervise changes ipStig Ape! 
required to provide satisfactory BBG uur TT 8 
results, : 


AFTER MAKING UP 
. TROL BOILER 


RETURN F 


ax] 


sae 


AGr 


= 
, * 


























Installation of B&G Airtrol System B&G Airtrol System installed on 
on side outlet boiler top outlet boiler 


The world’s most complete G  @ ] Ss % ETT 


line of Hydronic equipment ¢c O M P AN Y 
Dept. GW-7, Morton Grove, Illinois 


Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 
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HODGEPODGE 


SIMPLIFIED INVENTORY is one of the big reasons 


it pays to standardize on Honeywell matched controls 
You don’t have to stock a hodgepodge of controls that 
complicate your inventory procedures. There’s a quality 
Honeywell control and an All-Honeywell control system 
for every application. 

And look what else you get! CUSTOMER RECOGNITION 
—seventy-six years of leadership have made Honeywell 
a name they know and respect. UNDIVIDED RESPONSI- 
BILITY—you'll look to one dependable source for your 
complete line of controls. ON-THE-SPOT SERVICE—with 
offices in 112 cities, staffed by experienced sales and 


service engineers, you'll always have expert assistance 
and the right replacement controls when you need them. 
TRAINING SCHOOLS—your service and installation men 
increase their knowledge of the Honeywell line and get 
the latest information on residential controls at Honeywell 
training sessions held in your own town or area. Over 
100,000 men attend these schools every year. 


It all adds up to fewer headaches, bigger profits for 
you. So call your nearby Honeywell office today. Or 
write Honeywell, Dept. FH-11-61, Minneapolis 8, Min- 
nesota. In Canada, write Honeywell Controls, Limited, 
Toronto 17, Ontario. 


HONEYWELL INTERNATIONAL Sales and service offices in all principal cities of the world. 


Manufacturing in 


United States, United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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THE HONEYWELL ROUND sets the standard for thermo. 
stat excellence, just as the four controls at the right 
are typical of the quality controls that make up All- 
Honeywell systems. Whatever your application— 
forced air, hydronics, gas or oil—there’s an All- 
floneywell control system that will do the job best! 
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Gas Valve Fan Limit Control 


L 498B 
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Oil Burner Relay Aquastat* 


Honeywell 
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. . « Industry Groups 
APL to have Chicago 


LEADERS in the fields of government, 


business, industry and education will 

TH Wisaaia, address an estimated 6,500 oil men at 
MAKES bt the 41st annual meeting of the Ameri 
Ps : can Petroleum Institute, meeting in 

No Combustion Chamber Chicago, November 13 through 15 
° Among the speakers will be U.S 

Compares with Seniaes A. & Mike Menseney ob Oils 

homa, who will address the opening 

general session and Assistant Secretary 

of the Interior John M. Kelly who 

INSTANT-GLO will speak at the second general session 
Other speakers at the three day 


~\ INA PANINI meeting include Frank M. Porter, 


president of API, William F. Kenney, 


Do the Job RIGHT with INSTANT-GLO chairman of the API Committee on 


. P bli A ff < d > p side ‘ d 
Short cuts are not fair to the customer nor do they do en ee ae ere ee 
general counsel of Shell Oil Co., and 


justice to the reputation of oil heating. M. J. Rathbone, chairman of API's 


board of directors and president of 
Standard Oil Co. of New Jersey, 


among many others 


ASHRAE announces four 
new staff Appointments 


ANDREW T. BOGGS, III has been pro- 


moted to associate secretary, American 


ROUND “A” TYPE Society of Heating, Refrigerating and 


a aa Air-Conditioning Engineers, New 
gesigned or Q Q 
furnace Can be York, N.Y Formerly technical sec 


STANDARD ROUND used on any job where a 
TYPE round chamber is desir- “NARROWBOY” 
for boilers and cast iron Sizes 1.75 GPH for narrow boilers and 


furnaces. Sizes up to 2.0 furnaces. Sizes up to 5.0 : 
GPH. GPH ment of Martin A. Mayers as manager 


retary of the society, Boggs will now 
assist the executive secretary. The 


group has also announced the appoint 


of research. Mayers will direct ASH 


WITH INSTANT-GLO YOU CAN BE SURE OF—— RAE’s research program of grants-in 


aid to colleges and private laboratories 

% TOP PERFORMANCE. INSTANT-GLO glows cherry-red in 5 Other new appointments include 
seconds from starting of burner. Cannot lose shape or fall Herbert B. Tinning as technical sec 

in. Its thick insulating brick wall gives maximum sound ) 
absorption. It’s rugged outlasts combustion chambers 


of inferior materials. 


retary and Robert J. Anthony as senior 
associate editor. Tinning will coordin 


ate staff work on national meetings, 


% EASY TO INSTALL. Cuts, handles, assembles easily. Rigid while Anthony will assist the editor 
when installed. of the society's Journal 


% EASY TO CLEAN. Rugged INSTANT-GLO resists vacuum W. Hall named Editor 
cleaner suction. No vulnerable parts of heater will become of National Oil Jobber 
exposed to excessive heat. (On old replacement jobs the 
old chamber should be removed to make sure that no air 
leaks exist.) 


WILFRED HALL has been named Editor 
of the National Oil Jobber. The mag 
azine is the official organ of the NOJ¢ 


organization, and is national in scope 
STOCKED BY LEADING DISTRIBUTORS , 
Send for FREE complete chart showing the correct type of chamber to be 
installed in standard popular brand boilers. Write for details to 


Hall previously served as executive 
secretary of the Independent Oil Men's 
Association of New England and as 


| sTohyre) | MACHINE Oil Heating Supplies Div. such was editor of a New England 


7-17 WILLOW STREET oil trade publication. He is currently 


WORKS COMPANY , LYNN, MASSACHUSETTS 
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FURNACES 


DESIGNED TO HANDLE 
AIR CONDITIONING 


INGES WV 
LOW PRICES 


Call your local Bryant distributor or fac- 
tory branch for prices and complete in- 
formation on these two exciting new oil 
furnaces. Model 105-353, 105,000 Btu; 
Model 140-353, 140,000 Btu. 


“HEART OF MARKET” DESIGN 


These two new furnaces are designed to 
cover 93% of today’s market for oil 
furnaces. 


RAYMOND LOEWY 


New, clean-lined styling in a smart, new 
color combination says “quality” at 
first glance. 


COMPACT! Model 105-353. 224” 


x 36” x Si”. 

















Youve got all these features 


WORKING 


FOR YOU !!! 


NEW BASIC FURNACE. upaow unit can be used as downflow 


or basement furnace by use of counterflow and drop duct kits 


NEW QUIETNESS. The Bryant blower (belt or direct drive) has 


been really engineered for quiet operation; the heat exchanger com- 
partment is insulated for heat and sound 


NEW BLOWER. The big, powerful direct drive blower is (1) de- 


signed to handle air volume for both heating and cooling, and (2) it 
changes from winter to summer speeds at the flick of a switch on the 
thermostat. 


NEW UNI-WELD CASING. weidea one-piece construction 


eliminates rattles, drooping corners, loose doors. It will support the 
whole duct system. 


IMPROVED HEAT EXCHANGER. rounded top and bottom 


heads streamline air flow in upflow and downflow units. Exclusive Air 
Deflector Baffle increases ‘“‘heat wipe 


ENCLOSED burner and controls on a// models 


In large basement models you have two proven Bryant oil furnaces in 
Model 175-316, 175,000 Btu, and Model 280-308, 280,000 Btu. 


Join up with 


the company on the move Lilt! 


BRYANT MANUFACTURING COMPANY .- Indianapolis 7, Indiana 


NEW IDEA 


TO HELP YOU MAKE 3 
SALES INSTEAD OF 1 


DRYAN| 


HOME COMFORT CORE 


On both remodeling and new house 
work, suggest Year "Round Air Con 
ditioning with a complete BRYAN’ 
HOME COMFORT CORE — furnace 
iir conditioner and water heater 
Dealers tell us it’s a lot easier to get 
the extra sale than they thought 

that in 4 out of 5 cases an air cond 
tioner buyer wants a new furnace too 
The Home Comfort Core idea appeals 
to home owners and builders alike 


For your builders large or small 
Bryant has a down-to-earth Home 
Comfort Core Merct andising Progran 
to help them move their houses faster 
and get you ext? business! Builders 
want this help 

Your Bryant Distributor or Factory 
3ranch has all the facts and wants to 
help you 


SOLID 


LOCAL SUPPORT 


... from your Bryant Distributor or Factory Branch 


You'll find him ready and willing to 
help in every way he can. He will give 
you prompt delivery from full home 
town stocks. His factory-trained people 
will help you on selling, layout and in 
stallation problems. And you can bene 
fit from Bryant's local advertising and 
sales promotion ideas and programs 





. .. Industry Groups 
Beginners’ service Course 
offered by Washington OHI 


AN EIGHT SESSION service mechanics 
course for beginners has been spon- 
sored by the QOil-Heat Institute of 
Greater Washington, Inc., Washing- 
ton, D.C., in cooperation with the Na- 
tional Oil Fuel Institute, New York 

Che course, given at the Chamber- 
lain Vocational High School in Wash- 
ington, included instruction in such 
areas as Fueloils and their Application 
to Domestic Burners, Robert Gilmar- 
tin; Nozzles and Nozzle Problems, 
William Thurston; Sundstrand Pumps, 
James Holmin; and Webster Pumps, 
L. E. Woolf. Also taught was Com- 
bustion Instruments and Combustion 
Testing, Jack Smith; Domestic Oil 
Burner Controls and Control Systems, 
Minneapolis-Honeywell Regulator Co.; 
and Domestic Oil Burner Controls and 


Control Systems, Lee Liepin 


North Carolina Jobbers 
hold fall Convention 


rUESDAY, October 24, was devoted to 
fueloil topics at the annual fall con- 


vention held in Asheville, N.C., by 


the North Carolina Oil Jobbers Assn. 
Moderating the program was C. A 


Newcomb while the panelists were 
E. N. Richards, Cliff C. Cameron, Ed 
Council, Aden P. Williams, and Bill 


Lutz 


New Officers designated 
by New York City Group 
JOSEPH REISS has been elected chair- 
an of the Better Heat with Olil 
Council, Inc., New York, New York, 
at a recent meeting. 

Other new officers include William 
Gifford, vice chairman; and Joseph A. 
Ross, Jr., treasurer. Edward T. Heeg 
and Joseph Loveland continue as sec- 


retary and executive director. 


Essex County Dealers 
hear Glenn Werly 
MEMBERS of the Essex County Fuel 
Oil Dealers Association heard Glenn 
Werly, president of the National Oil 
Fuel Institute, speak at the October 19 
meeting held in Orange, N.J 

Werly described what NOFI can do 
to help the dealers and how the deal- 


ers can cooperate with NOFI. 


FOR THE MAN WHO 
WANTS HIS BUSINESS TO GROW 


Your business will grow when you sell service contracts with 
replacement parts that stand up. Sid Harvey's Rebuilt Parts stand 
up, last longer. Fewer repeat calls help make your Service Depart- 
ment a Profit Department and keep your customers satisfied. 


There are no installation problems when you install a Sid Harvey 
Exact Replacement, no piping or wiring changes. The job is 
done faster, you save your serviceman’s time. 


Immediate exchanges are available from Sid Harvey's huge stock 
of exact replacements on most makes and models, obsolete as 
well as current, in any one of Sid Harvey's 50 stores. 


You save money because Sid Harvey's Rebuilt Parts are rebuilt 
to be as good as new, or better and cost you less. 





Write for Sid Harvey's Catalog 
on your firm's letterhead. 
It's FREE to the trade. 








VAXLLEN STREAM, MEW oR 
FOR THE MAN WHO WANTS HIS BUSINESS TO GROW 
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FROM CHEVROLET'S NEW WORLD OF WORTH! 


JOB-MATCHED BIG-TONNAGE 
CHEVIES FOR ’62 


NEW ENGINES! NEW EFFICIENCY! NEW EARNING POWER! 


Here comes Chevrolet’s versatile fleet of 1962 medium- and heavy-duty models, with new working ability 
tailored to tackle a wider-than-ever range of hauling jobs! With this broad new lineup of tough-job specialists 
to choose from, it’s easier than ever to get traditional Chevrolet thrift and dependability going for you. There 
are new power choices for all models, including two brand-new plus-displacement V8’s, so you can power up 
to pay off in the most brutal kind of duty. Conventional and LCF models, with trim new lines that spell safer 
eeing down the road, are available in a full range of sizes in every medium- and heavy-duty weight class. 
\nd, for payload efficiency at its finest, there’s a wide selection of extra-compact tilt cab models in Series 60 
and up. For hard-pressed medium-duty operators who really roll up the ton miles, there are rugged new Diesel 
models in Series 60 and 60-H, with a brand of savings slated to set new standards for overall operating economy. 
And there’s new built-in chassis brawn and stamina in every medium- and heavy-duty series, and new extra- 


duty chassis equipment, available for many models, built to bull through the most severe kind of truck-killing 
duty. It’s truer than ever for 1962—no matter how mean the job, there’s a Chevy truck built to do it better 
for less! Why not see your nearby Chevrolet dealer for details on the model made for you, and start finding 
out right away how much better business can be. . . . Chevrolet Division of General Motors, Detroit 2, Mich. 


NEW HIGH TORQUE POWER —A new wide choice of power models, with extra give-and-take resilience to soak up racking 


every 1962 medium- and —- avy-duty series makes it easy road shocks again and again, and keep going. And, for Serie 

to match your job needs to a “T’’! There are two sixes and four 60 and 60-H models, there’s a new 17,000-lb. Chevrolet-built 
for the combination of pdm thrift and payload rear axle in single- and two-speed versions. For certain Serie 
that suits you best, with at least one optional engine 60 models, a Heavy-Duty Off-Road Chassis Equipment package 
ill but Diesel models. Included are two brand-new V3’s of is available at extra cost, offering extra built-in beef to stand 
and 409-cubic-inch displacement, offering an optional up on the most brutal kind of truck-busting jobs. In addition, 


g-size wallop for Series 60 /60-H and 80 models, respectively. new extra-severe-duty I-beam front suspension systems in 


9,000- and 11,000-lb. capacities are available for all Series 80 
NEW MEDIUM-DUTY DIESELS — Chevrolet's making trucks (except tilt cab models). 
medium-duty history in 1962, with a broad lineup of GM- 
Diesel-powered trucks in the 15,000-23,000-lb. weight class. 
With the proved economy and payload performance of GM’s 


vaneed 4-53 Diesel engine, teamed with the tough years- YOURS FOR THE ASKING .. . FREE INFORMATION 


ahead Chevrolet chassis that’s virtually revolutionized big- Use this convenient ordering coupon to get descriptive literature and 
ruck operation, you’ve got a combination slated to show you specifications on new 1962 Chevrolet trucks to match your job. Just check 
adie 8 . oe ee tale BE ween inty tn the bial what you would like, fill in your business addre and mail to: Chevrolet 
ings BES FOU Ve Dever Sen woe ”, J ag tor Division, P.O. Box 7271, Detroit 2, Michigar 
that puts maximum demands on your equipment much of the 
time, you owe it to yourself to find out just how much lower 
yur costs can be. 


NEW EASY-VIEW STYLING ~ For 1962, all conventional and nie 


LCF models bow in with trim new look-ahead lines, featuring 1. Full-Line Brochure 
new hood designs sloping lower at the front to let you see the 7. Medium- & Heavy-Duty 
ground as much as 10!4% feet closer. Adding further to the new Models 
look are new grilles, exterior trim details, and sparkling new Diesel-Powered 
ors. Inside, too, things are looking better for the man at the Models 
es with new easy-to-live-with colors and tough good- 
cing upholstery. 


NEW CHASSIS RUGGEDNESS New big-tonnage chassis 


brawn starts with tough new ladder-type frames for many 








9. Tandem Axle Mode!s 
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QUALITY is our business 
. . Without any compromise 


, AND ONLY, 
GIVES YOU ALL THREE— 


e FLEXIBLE COUPLINGS 


Regular Set Screw 
Splined 
Jaw 


ONLY GUARDIAN GIVES YOU THESE FEATURES— 

@ ROLL SPINNING—Exclusive process joins al! 
three components at one time—while in final 
operating alignment. 
BRAIDED RUBBER—Ground to absolute true con 
centricity. Furnished in BUNA-N-TUBE and NEO 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 


ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required 


_ Over 5,000,000 Guardian couplings are on orig- 
inal equipment. This is your assurance of highest 
quality and universal acceptance in the field 


2. OIL TANK VALVES 
No. 1910 B 


CHECK THESE SUPERIOR 
GUARDIAN FEATURES— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wall and body strength 
@ Fusible linkage available in all designs 
@ Valve designs for every type of installation 


3. QUIK JOINT 


Stee ompression 

fittings for con- 

necting steel pipe 
Patent No 
2,685,460 


Eliminates threading of pipe 

Decreases cathodic corrosion and electrolysis 
Guaranteed for pressure up to 2000 P.S.! 
Allows 7° angular deflection. 

U.L. approved for oil and gas 


WRITE 
FOR FREE 
DESCRIPTIVE 
LITERATURE. 


PRODUCTS CORP. 


CCUPLING DIVISION 
Dept. F-111 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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... Industry Groups 
Maryland Oilheat Group 
discusses Advertising 
THE OIL HEAT Association of Mary- 
land, Baltimore, held a luncheon meet- 
ing October 10, at the Hotel Stafford, 
in Baltimore, at which the details of 
the advertising and public relations 
campaign of the group for the coming 
year were discussed. 

On hand to outline the program 
was ( M Hoff- 


berger Co., chairman, joint committee 


Sharp, Jr., the C. 


for advertising and public relations, 
and Robert D: Myers, Torrieri-Myers 


Advertising, Inc 


Hartford Better Home 
Heat Council has Outing 
THE BETTER Home Heat Council, Inc., 
Hartford, Conn., held an outing Sep- 
tember 26, at the Rosewood, Sims- 
bury, Conn 
During 
following officers 


1. W 


Elman, vice 


the brief business meeting, 
were elected 
Nicholson, president; Marshal 
Wilbur 


president and 


Nn, treasurer 


Philadelphia Conference 
designates Officers 
REELECTION OF OFFICERS to posts 
within the Greater Philadelphia (Pa. ) 
uel Conference has been announced 
lat Organization 

Chosen for his third term as presi 
lent was W. D. Williams. Vice pres 
dents will be J. H. Nagel, Jr. and 
R. M. Gillin. W. H. McFeeters was 
Male 
horn was reappointed chairman of the 


Or; He if 


returned as treasurer and C. J 


Council 


4 


5 | 
<a” 


New Jersey dealers study methods of 
making fuel cost comparisons at a work- 
shop sponsored by The Fuel Merchants 


Northwest Petroleum Assn. 
plans January Convention 


JANUARY 17 and 18, 1962, have been 
set for the Northwest Petroleum As- 
sociation’s Convention, to be held at 
the Radisson Hotel 

Speakers at the affair will include 
Moir, Pure Oil Co.; 
Werly, National Oil Fuel Institute; 
and Harry Stuhldreher, U.S. Steel Co. 


Harry Glenn 


Clough named President 
of Flue Lining Institute 


JAMES L. has been elected 


president, Clay Flue Lining Institute, 


CLOUGH 


Akron, Ohio, succeeding Joseph L 
Maloney, resigned. Other officers are 
A. R. Thorson, vice president; L. E. 
Hoyt, secretary; and Phillip E. Kopp, 
treasurer 

Incorporated in 1954, the Institute 
carries on a program of research, de- 
velopment, public relations and pro- 


motion, 


Credit Managers’ Group 
holds annual Conference 


THE LONG ISLAND Petroleum Credit 
Managers Association’s Annual Con 
ference was held September 21 at the 
Flagstone Restaurant, Hempstead, N.Y 
Topics covered at the meeting were 
aimed at helping companies lower 
their receivables 

Members also elected their 1961-62 
officers at the meeting. They are 
Dorothy Johansen, president; Edward 
Maloney, vice president; Joseph Pastor, 
treasurer; and Marvin Sultan, secretary 


(Please turn to page 78) 


Association of New Jersey, Newark. This 
was the third of four such sessions given 
by the association. 
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CHIMNEY 


supports in standard 
framing 


the all-fuel 10-K by Metalbestos 


Galvanized steel New Lo-K 
outer pipe insulation 


with Lo-K, a revolutionary new insulation 


a * @ 2” of Lo-K insulation in 10-K has insulating value of 35” of brick. 
Stainless steel 


ee. Cae @ Chimney capacity increased 100% yet supports in standard framing. 


@ Lightweight. One-man installation. 
aad @ Exclusive TWIST-LOCK coupling — no screws, masonry or mastic. 
hora — 


@ Simple 3-step installation for fast job-site assembly. 





i. The 10-K CHIMNEY 
Uy is tested and listed by 
Underwriters’ Laboratories, Inc. 


METALBESTOS ovwision 


ASK YOUR NEARBY METALBESTOS SALESMAN OR a eee ee eS 


o a 
REPRESENTATIVE FOR ALL THE DETAILS, OR WRITE La . 
DEPT. F, P. O. Box 137, Belmont, California MAN ACTURIN PLANTS 


4| 





one of a series 


Atlantic know-how in sales means more profit for you 


Your Atlantic representative wil! help 1 fit the pieces 
together to make a brighter pro 

His well-balanced package of Advertising and Sales 
Promotional ideas will help you make more money... 
and it’s ready for your use! This kit is full of merchan- 
dising tips and sales aids that w 
tomers out of prospects you never knew 
Mail. Newspaper Mats. Special! Displays 


1 make cus- 
you had! Direct 


And many more. 


ill haln vai 
! » y 


Then add the free counsel of an expert salesman who 


ou Look to Atlantic for quality heating oil THE ATLAN TIC REFINING 


y + i 
K }Uallt 
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knows the heating oil business from the ground up plus 
a quality product that’s known throughout the industry 
as a Clear, clean-burning heating oil — and you've got a 
setup that naturally leads to greater profits for you. 


Want to find out all the advantages of 
an Atlantic dealership ? Call or write our 
nearest Regional Office: Philadelphia, 
Pa., Pittsburgh, Pa., Providence, R. lI., 
Syracuse, N. Y., Charlotte, N. C. 


ALINE 


HEATING OILS 


COMPANY 


tS 
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OLD WAY 


wavouws 
co 


tee ETS 00/00/ 000/00 
22/6/ | I; 
01 LS] 4 44/0 0953/018/16 


TAN 
2 ELL, SO. 
W CanocEns. naw vorK 


acc 


NEW WAY 


INSTANT INVOICING ENDS ERRORS 


Your drivers don't have to be bookkeepers, because the 
new Lockheed Computing Register does all the figuring 


Just turn the handle of the Lockheed Computing Register and 
it calculates and prints gallons delivered, price per gallon, 
sales tax (if any) and the total price —a complete delivery 
ticket-invoice. The Register is always right. It eliminates 
the problems of errors in drivers’ calculations and careless 
handwriting. 

In fact, the Register eliminates the need for any checking 
of delivery tickets. Consider how much that one feature saves 
you in clerical costs. The Lockheed Register prints complete 
invoices. Because invoices go to your customer at time of 
delivery, you don’t have to type and mail them. You get 
paid sooner, too. 


Instant Invoicing saves driver time —at least one minute 
atevery stop. That’s a half hour per day, per truck. You easily 
save $3.00 a day — $360 in a heating season. 

Bonus features: pre-set counter, totalizer, automatic com- 
putation of discount, easy installation on any meter. Every 
tenth of a gallon is computed and billed. Routine mainte- 
nance? None needed. Your customers and drivers appreciate 
this up-to-date invoicing method. 

See your jobber for details. If he does not yet have 
complete information please contact: Leckheed Electronics 
Company, a Division of Lockheed Aircraft Corporation, 
Telephone Metuchen, N, J., Liberty 9-4430 “collect.” 








November 


1961 





“Ford Trucks have cut 
maintenance costs 93%... 


almost doubled our net profits!” 


says Robert Dohse, President of Acme Transport Company, Oelwein, lowa 


“Our net profit for the first three quarters of this 
year is almost double that of last year, and most 
of the credit for this increase belongs to our five 
Super Duty and two Diesel Ford Tandem tractors. 


‘‘We like Ford’s excellent performance, superior 
riding qualities and low initial price. But from 
our standpoint, Ford’s greatest economy feature 
is the almost complete absence of repair costs! 
We've run these seven tandem tractors 750,000 
miles without as much as one minute’s downtime. 
For example, our 1960 T-850 with 534-cu. in. 
Super Duty V-8 has logged 150,000 miles pulling 
a 9,200-gallon tank trailer (73,000-Ib. gross) with- 
out any nonroutine shop time. 


‘Now for a closer look at the records, the total 
maintenance expense on our Fords averaged 
$19.09 per truck, per month. Competitive make 
trucks (none more than a year old) were costing 
us $310.39. Also, that vexing problem of down- 
time is a thing of the past—we know our Fords 
will always be available when needed. 

“After driving Fords, our drivers tell us they 
wouldn't care to go back to our former equipment. 
Ford’s cab design and handling qualities are such 
that there’s much less fatigue at the end of a run. 

‘For our money Ford Trucks are the best pos- 
sible investment in over-the-road equipment, and 
we're buying two more Diesels and another Super 
Duty Tandem.” 


Solid testimony that Ford’s full-time economy only starts with low price! 


FORD TRUCKS ~ 


COST LESS © 


PRODUCTS OF Gord) MOTOR COMPANY 
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MAKE 
MONEY 
IN OIL! 


84,000 to 252,000 BTUH 


v-08 
84,000 to 140,000 BTUH 


L-OB . 
84,000 to 140,000 BTUH 84,000 to 140,000 BTUH 





One way — the risky way —is to buy a wildcat stock. But the sure way to make money in oil is to sell the only 
complete and completely new line of oil-burning furnaces ... all factory-assembled by American-Standard Air 
Conditioning Division with all these modern features: New Sectional Heat Exchanger— Makes the compact size 
possible. Air-pressure test and minimum-draft-loss design for maximum efficiency. ACD Oil Burner —Dealers tell 
us its service and performance records are unmatched. Combustion Chamber —All stainless steel, with all seams 
spot-welded. American-Standard Blower — Powerful, quiet, with capacity for add-on summer air conditioning. New 
De Luxe American-Standard Mercury Thermostat —Comes as standard equipment on all units. Every furnace is 
shipped factory pre-wired, pre-assembled and pre-tested, including burner. You just connect oil and electrical 
lines. As a result, every American-Standard oil furnace has hnesinlbindamesilaipdtt asians 

Underwriter listing not only on its components, but also as a 


complete unit. Get the data sheets and price lists from your AMERICAN -Standard 
American-Standard Air Conditioning Division Distributor today. AIR CONDITIONING DIVISION 
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THIS NCR SYSTEM pays for itself every 9 months. 


“Our NCR System 
saves us‘*2,000 a year... 


returns 155% annually on investment!”’ 


—George A. Sahner, Inc., Baldwin, N.Y. 


“Constant duplication of work and loss 
of valuable time forced us to abandon 
our old method of bookkeeping. We in- 


stalled an NCR Class 160 Automatic 


Degree Day System, and are pleased 
with the results! 
Through the automatic posting of 


EXTERIOR of George A. Sahner, Inc., 
Baldwin, N. Y 





GEORGE A. SAHNER, PRESIDENT, 
George A. Sahner, Inc. 


Degree Day cards we have eliminated 
the possibility of customer ‘run outs.’ 
This accuracy and speed increases cus- 
tomer good will. Our NCR System 
saves us half our accounting time as 
compared with the old method. Com- 
plete, concise records on every phase 


You, too, can benefit from the many time- and money-saving features of an NCR System. 
For more information call your local National Branch Office or Dealer or mail coupon 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


| would like to know how an NCR Fuel Oil System will fit in my business. 


Name 


Address 


City 


Dept. 453 


Zone State 


1039 OFFICES IN 121 COUNTRIES ¢ 77 YEARS OF HELPING BUSINESS SAVE MONEY 


of our operation are available daily! 
“Our NCR System saves us $2,000 

a vear, which means it returns 155% 

annually on our investment!” 


President 
George A. Sahner, Inc. 


NCR omar 


ACCOUNTING MACHINES 
ADDING MACHINES ©¢ CASH REGISTERS 
ELECTRONIC DATA PROCESSING 
NCR PAPER (NO CARBON REQUIRED) 





= OIL UNITS 


HAVE THE CONTROLS YOU WANT... 
LOCATED WHERE THEY WORK BEST! 


New Luxaire Oil Fired Units have the Pri- 
mary Control furnished for installation on 
the flue stack — where you like it for easy 
access and service! 

For factory assembled and wired models, 
all internal wiring is completed and wiring 
leads are furnished to the Primary Control. 
In basement models, leads are provided for 
mounting of the Combination Fan & Limit 
Control on the plenum chamber! 


The combination of a Cylindrical Heavy 


ANOTHER 


cos 


New Series OW Assem- 
bled and Wired Base- 
ment units — 84,000 
through 140,000 Btuh 
— showing interior 
construction with fac- 
tory-installed wir- 
ing, refractory firebox 
and large-capacity air 
handling. 





Series 0 Unassembled 
Basement Units — 
84,000 through 
224,000 Btuh — de- 
luxe winter air con- 
ditioners, handsomely 
styled with vestibule 
and hinged door — 
easily handled and 
assembled. 





Gauge Heat Exchanger and Refractory Fire- 
box Liner—installed in most models at the fac 
tory—provides quiet, dependable operation! 

The Standard Equipment Blower is big — 
sized for quieter heating performance 
and for the addition of air conditioning at 
minimum expense! 

If you want Oil Fired Units with the 
competitive qualities and prices that really 
satisfy your customers, see your Luxaire 
Distributor, today! 


=. PLUS High Air Deliveries for Cooling 


New Series HO Assem- 
bled and Wired Upflow 
Units — 78,400 through 
112,000 Btuh — showing 
interior construction with 
factory-installed wiring 
refractory firebox and 
sturdy, compact 
construction 


Series OY-E Assembled and Wired Oil Horizonta 
Units — 89,600 through 224,000 Btuh — low 
slender and compact with extra air handling capac- 
ity for air conditioning. 





2,3, 4,5 and 7% Ton 
Air Cooled Condensing 
Units — Companion Plenum 
Duct, and Counterflow 
Coils — Air Handling 
Blower-Coil Units 


2 and 3 Ton Air 
Cooled Self-Contained 
Summer Air 
Conditioners — available 
with or without 


Evaporator Blower 


THE C. A. OLSEN MFG. CO. 
ELYRIA, OHIO 
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Oilheating 


has a Growth Outlook 


for the Years 


Immediately Ahead 


by Robert Gray 


ECAUSE OILHEATING as an in- 
B dustry has not been “keeping up 
with the Joneses”, meaning the gas 
heating crowd, in the number of new 
installations each year going back to 
1954, there is understandable pessi- 
mism in some quarters. This relaxed 
or defeatist state of mind has caused 
too many manufacturers and quite a 
few dealers to believe that the indus- 
try “has had it”. 

These manufacturers say that they 


fervently wish they could count on 


ing, sales promotion, subsidies to 
builders and every other kind of mar- 
keting gimmick that would serve to 
get some business for the pipelines 

They had favorable starting rates, 
many of which are now just a mem- 
ory. And in the years ahead there is 
only one way for their rates to go, as 
can be seen so often today. The worst 
of the gas push, on a national basis, 
is considered by many economists to 
be behind us. 


Because the degree of uncertainty in 


the oilheating industry is often related 
to local circumstances happenings 
of the moment it is worth while 
tO attempt putting on paper the result 
of some of our digging at FUELOI 
& OIL HEAT. 
Naturally the 


business will be dependent on how 


volume < fueloil 


many new users we can enlist, and 
even more important, on the number 
f present users we can keep happy. 


in that way we'll get their “renewal” 
business or replacement sales of equip 
ment 

The first step is to learn what the 
oilheating applications were in the 
decade of the 50's, just behind us. The 
Trends in 


large table, Oilheating 


Growth", shows first the actual record 
of the years from 1950 to 1960, in 
clusive. With all figures in thousands, 
there is a separation in each year of 
the new home installations, the con 
versions to oil from other fuels, the 
replacement sales, where old oilheating 
equipment was taken out. Then our 
losses to other fuels are shown, fol- 
lowed by the total number of fueloil 
users at the close of each designated 
year. All references are to only one 
class of heating residential and 
small commercial central heating us- 
ing No. 2 oil (or PS200). Small com- 


mercial accounts are included with the 


Trends in Oilheating Growth 


more oilheating sales because it’s a All Fleuses in Thousands) 


more profitable business but they don’t INSTALLATIONS 


believe they can expect them. Dealers, — ' 
i Replace ( 


ments Insta 


particularly fueloil distributors, who betel 


express a dim view of the future are 1950 97 
1951 O57 2 42 73 5.705 
1952 


taking too little notice of the fact that ; 
, - ; 6.346 
today’s oil volume, profits and margins nn a , np 
are the best they had ever hoped for. 1054 - ~3 ; = 599 
There will be a real and energetic 1955 7 8,255 
fight by many elements to hold on to — 
this prosperity, and that means fight- onad 
ing for oil heat. 1959 
The gas industry has problems that 1960 


we have never had to understand. A Probable 


pipeline is a device of fixed dimen- 1961 9,937 
. . . 1962 27 52 10,036 

sions, which means that once it ts _ ’ 

1963 } 53 10,107 


: 164 is 10,150 
all of a sudden get a lot of business. 1965 5 


completed and ready to operate it must 


10,166 
10,145 
1967 > ‘ 10,097 


When most of the major lines to the 1966 


East were ready to go, around the 
150 } “Hl : f : 1968 53 10,021 
1a-5 > > y > , . 

mid-50's, the oilheating fraternity was aan : ast 

hit with a terrific barrage of advertis- 1970 


9,787 


49 
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of 


are 


residential where the same type 


burner and same grade of fuel 
used, since fueloil distributors consider 
them the same class of customer 


The 


shows the estimated or probable sales 


lower portion of the table 
under the various headings in the 
years of the 60's. Here we show a 
prediction that new equipment instal- 
lations will not continue to decline as 
they have been doing but rather will 
begin a slow climb to reach 635 thou 
sand 1970. Much of 


will be the result of replacing obsolete 


in the growth 
oilheating. 

First observe the new home column 
Certainly gas has taken the lion's share 
The 
speculative builder found it cheaper to 
install; 2) The flood of sales promo- 
tion made families believe that 


in that field for two reasons: 1 ) 


Las is 
in the modern trend or fashion 

But there will always be a 
core of new home builders wanting oil 


hard 
heat for several reasons: 1) They're 
beyond the gas lines; 2) Safety is a 
3) 


comfortable; 4) Gas rates are climbing 


factor; They think oil is more 


fast. 

Based on these considerations, the 
projected decline in the decade ahead 
is determined at only one-half the pre 
centage decline rate of the 50's. Ir is 
almost inconceivable that the number 


50 


of new homes using oil heat will drop 
to a hundred thousand a year, and the 
projection here may be too conserva- 
tive 
The 


versions from other fuels. Notice that 


next column deals with con- 


this has no relation to “conversion 


burners”. Rather today most of them 
are complete units—what we do mean 
is converting from some other fuel to 
oil. 

This classification is necessarily fad- 
ing because most coal heated homes 
We 


an increasing list of conversions from 


have been converted are getting 
gas to oil heat which through the years 


will tend to support that column, 
which again may be considered very 
conservative, if not too negative in 
viewpoint. 

The big show for the 60's is going 
to be replacement sales, which will 
benefit the manufacturer very directly, 
and the fueloil supplier quite a bit 
too, as he holds the accounts 

It has been pretty well established 
that replacement sales have occurred 
at a 17-year age of the original burner 
They may not be worn out in fact 
you can always replace parts and keep 
them running but that is the aver- 
at which owners have in the 
10 


there were 


age age 
past made changes. In the 


1953 


years 


from 1944 through 


November 


1961 


installed 5,769 thousand oilheating 
jobs and those are the ones reaching a 
17 year age in the years 1961 to 1970, 
inclusive 

We expect to lose 2,135 thousand 
of those take-outs to other fuels, and 
to replace with oilheating 3,634 thou 
sand. In other words we'll apparently 
lose 37% of them unless we learn how 
to do better. 

In an earlier study of replacements 


1961 


that we would lose 


( January issue) we predicted 
3907 , because that 
was the average loss rate in the preced 
ing five years. But we now see it dif- 
ferently. The oilheating cooperative ad 
campaigns sponsored by the National 
Fueloil Council (now in NOF1) start 
ed in 1955 at the peak of the gas 
drives. In the first three years of those 
ad campaigns, or 1955-57, inc., we 
lost 42% of our replacements to other 
fuels. 

But in the next three years when the 
campaigns had grown much larger, or 
ot 


our replacements. We have adopted 


in 1958-60, inclusive, we lost 37° 


the 437° rate, then, for our future 


projection. It was not until 1960 that 
the ad campaigns got up to a three 
million dollar annual coverage, and 
now they're running even larger. This 
is all oil money, and it is taking steps 


to fortify its position. 


rloil 
bilheagy 





Our the 


replacement figures in 
table may prove to be high but only 
if the 17 year age history increases 
from the established pattern. On bal- 
ance, however, the totals can’t be far 
wrong because if the replacements 
turn out to be a bit strong, the new 
homes and conversions are just as apt 
to be low. 

Naturally the individual future years 
will show deviations from the smooth 
pattern of the forecast. You can see 
on the chart what has happened in the 
past. But the cumulative totals of the 
years ahead should fairly well hit the 
bars on the chart. The chart shows you 
that while replacements have been rel- 
atively minor through the 50's they 
became the major influence for the 
first time in 1960, and will stay that 
Way 

One very significant factor in the 
outlook for oil heat is the fuel price 
in comparison with other fuels. Elec- 
tric heat is gaining stature but it is 
still a the market. 


small segment of 


Electric rates have shown almost no 
increase for years but still this is not 
a major competitive consideration. 

Gas rates are important to us, and 
they are going up very significantly. 
To understand the future, let’s look 
back. As the sign says on the Archives 
Building in Washington, “The past is 
prologue”. 


At the close of World War II the 
oil and gas producers were for the 


first time forbidden to “flare” any 
unwanted gas. So it came into the mar- 
ket at field prices around 3'%¢ per 
Mcf in 1945 
source cost was almost nothing and 


the 


thus the original 


pipeline promoters by score 
latched onto a good thing. 

As gas grew in public acceptance 
the field price pushed upward, to an 
average today around 17¢ and new 
supply deals are going at 20-23¢ this 
year. 

This in itself would not be too seri- 
ous, since it is still just half the value of 
oil in the same wells, on a Bru basis. 
But gas is very costly to transport any 
distance. Depending upon location of 
the markets, it costs anywhere from 
four to seven times as much to move 
a Bru of gas a mile in a pipeline as it 
does to move a Btu of fueloil in a 
pipeline or by water. 

These transportation costs are hurt- 
ing badly now that the field prices 
keep pushing up, as do wages, main- 
tenance and expansion costs. Notice 
in the chart what has happened to 
average gas rates for space heating in 
the past few years, particularly the last 
three. All the figures start as a base 
with the Bis Retail Price Index for 
The published 


monthly but we have selected Decem- 


Fuels. figures are 
ber in each year, because it’s a heavy 
heating month and it also closes a year. 
The Bis Index for space heating gas 
went up 45.3% in the 10 year period 
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BASED ON RETAIL PRICE INDEXES FOR FUELS — 

BUREAU OF LABOR STATISTICS - U.S. DEPT. OF LABOR 
TEN YEAR TREND IN HEATING FUEL PRICES —4 
PERCENTAGE INCREASE IN FUEL PRICE INDEX 
FOR DECEMBER EACH YEAR COMPARED TO DECEMBER 1950 


-NO.2 FUELOIL VS. SPACE HEATING GAS 
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In a recent financial report of the 
Consolidated Natural Gas system 
this table shows what was paid for 
the gas it bought from the pipeline: 
Rate Mcf 
1959 T p % 


32.3¢ 294¢ 9.9 


From luverage 


9 
Panhandle 1960 
Eastern 
Lennessee Gas 5 12.8 
fexas Eastern 36.7 7 5.8 
2 
» 


Potal 38.4¢ ¢ 8.8 


It sold the gas to Consumers 
Rate 


1959 


Mcf 
Up % 
70.79¢ 6.3 


50.07 49 


duerage 

Residential & 1960 

75.26¢ 
Industrial 52.51 
Wholesale 53.17 
Other 41.16 


Total 65.42¢ 


Commercial 


5R.BY &.8 
14.8 


6.6 


tO.BD 


D5 2¢ 











of Dec. 1950 to Dec. 1960. In the 
same period the retail price of No. 2 
fueloil went up 15.8%, although it 
had been higher on four of ‘the inter- 
vening years. 

It’s elementary economics that the 
gas industry after gaining a lot of 
momentum and customers is pricing 
up to recapture its inherent fixed costs. 
Fueloil, on the other hand, with its 
growth slowed by competition, has 
problems of surplus, not only domesti- 
cally but worldwide. The future pros- 
pect for increasing fueloil prices is 
somewhat limited. 

Modest price differentials in fuels 
are not too significant in a period of 
heavy promotion—rather selling’s the 
thing. A new fuel introduced with a 
10-15% 


higher true cost for a time, but when 


lot of fanfare can carry a 


the “new” wears off and the differen- 
tial is greater the going slows down. 

The timing is dead ripe just now 
to push for and expect increased sales 
of oilheating. Dealers are stirred up to 
expect new equipment since they have 
heard a lot about it lately. New Prod- 
ucts have great appeal. The new in- 
dustry trade association, NOFI, is get- 
ting on stream with a staff of near a 
dozen high grade men out to do battle 
for what we need. 

It's a pretty good bet that we've 
“bottomed out” on oilheating equip- 
ment sales volume. And local fueloil 
men are becoming more than ever 
convinced that if they are to sustain 
the profit pattern of today they're go- 
ing to push oil heat as never before. 
We're at the turn. 
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Red Carpet 


Comprehensive 


Under that Banner there's goings-on at Goodling Electric. York, Pa. 


HEN YOU DO business in an 

Eastern city that has forceful 
gas competition with a rate the lowest 
in Pennsylvania, the oilheating and 
fueloil marketer will have his hands 
pretty full keeping above water or cer 
tainly so, if he expects any steady 
growth. 

Unless, that is, you have the imagin 
ation of Charley Eyster, president and 
principal owner of Goodling Electric 
Co., Inc., and his associates at York, Pa 


This is Goodling’s 40th Anniver 
sary. The earliest years were in appli 
ances, which led to commercial refrig 
eration, airconditioning, oilburners and 
heating, then to oil. Today, the com 
has 8,500 
7,500 on “Red Carpet COMPRI 


HENSIVE’, 


pany accounts with more 


than 


which is another name for 


the most extraordinary customer fuel 


oil and burner service and 


customer 


relations, which in the final analysis 


are the same thing. 


Tee 


It was in the January 1957 issue 
that we first published a story about 
Charley Eyster and the Goodling 
Electric Co. The principal theme of 
that article was delivery technique, 
in which the company had advanced 
to a pretty competent level . . . such 
as city trucks averaging a thousand 
gallons an hour during January. This 
was accomplished by using tight fills 
with the fittings being made up on 
special order, high speed pumping 
and a policy of getting medium 
rather than maximum drops. 

After reading the article so many 
fueloil distributors visited the com- 
pany to observe its routines that 
Eyster was persuaded to go into the 
business of manufacturing and sell- 
ing the products now marketed as 
"Time Saving Fills, Inc." 

in the May 1957 issue was a sec- 
ond article about the extraordinary 
service policies that led to the des- 
ignation of "Red Carpet" service. 


SL 
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for 


encountered, and 


Goodling does more customers 


than anyone we vé 


by that we mean on a steady diet basis 
Dealers often “play by ear” when they 
need to make some account particular 
this 


happy with a concession, but 


ompany treats them all alike and pub- 


bi nt klet 


compre 


details in a that 


This 


was just 


the 
all receive new 


cCnsive program announced 


York 


and to 


the annual County Fair in 


eptember, say it created a 
in fueloil industry circles and with 


mers would be the understate 
ent of the 


Here are some of the 


season 
features of the 
progt im 

all-inclusive 


\ complete 


service 


ts contract at $19.50, including 
ror 


control 


rage of circulator hot water 


plants, low water for steam, 


hamber, inside tank, warm air filter 


| 


replacement, flow valve plus all parts, 


plus boiler or furnace accessories. This 


Hee 


much is not new with Goodling’s ser- 
vice—it’s been the same for ten years 
2. Replacement of an oilburner with 
a new one of Goodlings without cost 
except an installation charge of $29.50 
plus $10 for Cerafelt liner if the cham- 
ber is defective 
3. Emergency service to any domes 


tank 


regardless of whether it’s oil, gas, elec 


tic hot water and its controls, 
tric or coal fuel being used 

1. Temporary heating plant moved 
in on wheels within 90 minutes dur- 
ing a major breakdown or replace 
ment of equipment 

5. “Baby-sitting” the oilburner and 
home freezer if the family is away for 
a few days or weeks (with a mechani 
cal dev ice ) 

6. Installation labor cost of a re 
placement boiler or furnace (not the 
unit itself) refunded over a guarantee 
period, if the buyer remains a custo- 
mer. 
fuel installed 


a customer desires, 


Reserve supply 


gratis, where for 
rural and country homes 
As $19.50 


contract with parts has been in effect 


mentioned, the Service 
for some years. This price and the kind 
of service gets nearly all customers to 
use it. The aim is not profit, obviously, 
but rather to insure the customer get 
The 


covers labor, parts cost, transportation 


ting efficient heating. income 
but no overhead. The servicemen drive 
one-ton panel trucks with beautiful 
Red Carpet advertisement on white 
background and blue bodies, radio- 
equipped, each carrying a $2,500 in- 
ventory. Goodling calls them “stock- 
rooms on wheels.” 

One of 


service parts philosophy is 


the many oddities in the 


that any 
customer will be given a new thermo 
stat free, rather than fix the old one 


all 


Goodling figures that it costs $5.50 


whenever there’s any trouble at 


average, including overhead, to make 


November 
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each service call and too often they 
are the result of dirty thermostat con- 
tacts, so they want the folks to have a 
mercury type. Last year saw approxi- 
mately 50° of Goodling users getting 
the new mercury thermostat. 

When a burner is ailing due to age 
or inefficiency, Goodling will install a 
new one without charge other than for 
installation as mentioned. The cus- 
tomer’s old burner is stored in a corner 
to be put back if in future he ever 
sells his home or should decide to 
change oil supplier, which isn’t often 
The new burner belongs to Goodling 
but can be used gratis as long as they 
use Goodling’s service. There is just 
one requirement at the start-—the cus- 
tomer signs up for the $19.50 service 
contract for five years, which also 
guarantees him no increase in cost 
during this period. If he moves sooner 
the obligation can be transferred to 
the new occupant if he becomes an 
oil customer. If this can’t be done, the 
person completing his five year com- 
mitment can square himself with 
Goodling by paying one-half of the 
remaining obligation. 


Burner returned 

After the arrangement has been run- 
ning the full five years as agreed, the 
customer is under no further obliga- 
tion to renew the service contract, but 
can use the burner as long as he re- 
mains an oil account. Then if he ever 
wants to quit he simply returns the 
burner to Goodling, restores his old 
one 

The policy of servicing any type of 
water heater, regardless of the fuel it 
uses, gains a lot of goed will, and 
sometimes a water heater sale, where 
the old one is about defunct. 

The idea of moving in a temporary 
heating plant, if a repair or replace- 
ment job will take too many hours 
and leave the house cold, has been 
heard of before, but Goodling does it 
with finesse. A small unit is mounted 
on rollers along with a 25 gallon oil 
drum on the same base platform. 
There are six flexible ducts ranging 
from 11 to 5O ft. long. This unit has 
extension cord for plug in and re- 
quires no chimney. There is no charge 
for this service. 

The “baby-sitting” job for the house 


1 


is also well organized. A family going 


away, stops by Goodling’s office or 
plant to get special equipment that 
connects to the burner or freezer fol 
lowing simple instructions. Included 
will be one or two special lights for 
a front window. Servicemen, oil driv- 
ers and others are instructed to ob 
serve that house some time each cold 
day. If a light is out, there’s trouble 
The man then picks up the key that 
the owner has left at the office or 
neighbor and makes the necessary ad 
justments. There is plenty of know! 
edge in the organization even for 
freezer service because of the refriger- 
ation background, plus a lot of aircon 
ditioning. If a customer in the country 
wants this going-aw ay accommodation, 
he arranges for either the postman or 
a neighbor to watch for the light and 
call Goodling, if necessary. 


The program of refunding installa- 


o vour hea 


» a coid house or a freeze-up 


- > (These flexible ducts corry 
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Here's where another COMPREHEN 


SIVE feature + 
Goodling brings t 


healing un 


many 
minutes 
n yout home for 
+ ft mamtam + 
re making th 
placement 
The extra cost t mu’ Nothing’ it 
ncluded im the new, added COMPRE 
HENSIVE, and is just: another indica 
bon of how far we go give y 


service © vou need 


| heot fo any rooms mm your 


tion costs on a new boiler or furnace 
unit is a new wrinkle although its 
logic is quite self-evident. A_ boiler 
delivered to the home might sell, say, 
for $600. The installation labor cost 
to be added might conceivably run 
$50 to $100. The buyer pays for the 


boiler either in cash or installments. 


The labor cost is cancelled by yearly 


refund during the guarantee period of 
the boiler or furnace, providing the 
customer remains a Red Carpet “Com 
prehensive” service customer. This in 
turn is only available to oil customers 

The reserve fuel supply program for 
rural accounts is a novelty. On request 
and without charge, Goodling installs 
outdoors, and against the foundation a 
55 gallon drum with a line that ties it 
into the regular oil line system of the 
basement. This drum is filled but not 


billed. If under severe storm conditions 


s certain ure 
credit vou with 
nue to be a Red 


hor 





and uncleared country roads, the cus- 
tomer runs out of oil he need only 
turn a valve and use the 55 gallons 


billed 


for the oil—but not until he uses it 


reserve supply, and then he’s 


or it's emptied into the larger storage 
tank at end of season, then replaced 
and one billing is made. 

To hide the unsightly outdoor tank, 
the company gives the user some plans 
for a do-it-yourself planter, which can 
also be used for goldfish pond, or it 
can furnish one ready built at a very 
modest cost. 

There's another unusual facility 
available to Goodlings’s Red Carpet 
accounts. On request they supply a 
heating consultant, not a salesman, at 
no charge to survey and recommend 
action . . 
but if 


insulation, 


. that part is quite orthodox, 


the recommendation includes 


storm windows or other 


such items that Goodling does not 


WHICH HOT WATER WOULD 
YOU PREFER TO COOK win & 
4 iO 


oor LiKe 
wwE 


> 


‘a 
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At the York County Fair in September 
Goodling had a outdoor display booth 
featuring among other things a water 
heater comparison, oil versus electric. 
Each unit was operating to generate hot 
water. In the sink at the right one spigot 
had steaming water from the oi! unit, the 
other tepid water from the electric, al- 
though the electric unit looked more im- 
pressive, being much larger. In the above 
photo is a cut off section of an ordinary 
galvanized water heating tank after a few 
years use, heavily corroded and coated 
with dirty looking scale . . . this is being 
matched against a porcelain lined section 
of the “Super Saver Hot Water Genera- 
tor’’ which is the name of Goodling’s 
oilfired hot water heater. 
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sell, the company offers to finance the 
outside purchase with no down pay- 
ment and installments spread as long 
as they like up to five years at low in- 
terest Cost. 

So 


of the 


things that Goodling’s thought of just 


thats the roster new 
lately. It was years ago that they intro- 
duced the dollar a degree penalty by 
which they paid any customer $1 for 
each degree the thermostat fell below 
70, if tank 


matic deliveries 


the ran dry under auto- 


Fuels sold by public utilities will 


always give us some trouble as an 
industry. But fueloil men will give 
them plenty too because the individual 
independent business man that char- 
acterizes our field can develop a lot of 
imagination and put his ideas to work 
overnight, or over the County Fair 
Eyster causes a person to remember 
the line from his school days, not by 
Shakespeare, that went something like, 
“They could copy everything I did, but 
they couldn't copy my mind; so I left 
them panting and sweating a year-and- 


a-half behind. 


COMPARISON 


SEE THE DIFFERENCE 


Ghomaard Mi, . 


aba 


November 


1961 





Kisso’s magic 


by John W. Schulz 


A COMBUSTION CHAMBER similar 
to the one used with the typical 
gun burner, but equipped with quartz 
windows to permit intimate studies of 
the appearance of the oil flame, was 
constructed. The objective was to per- 
mit engineers to take actual photo- 
graphs which would depict firing con- 
ditions accurately on a scientific basis. 

Stroboscopic high-speed cameras 
were put to work. They brought out 
the fact, for the first time, that in the 
typical oil flame no combustion was 
occurring in the central region of the 
flame pattern. This is the highly im- 
portant region where the concentra- 
tion of atomized fueloil is greatest— 
where the highest level of combustion 
should take place. 

Further studies indicated that the 
velocity of the air in this region ex- 
ceeded the velocity of the flame. The 
result? Absence of any firing or burn- 
ing ... a flame pattern hollow in the 
center ... a flame shaped like a thick- 
walled megaphone with a hole down 
the middle in which no combustion 
takes place. 

“Screening” the flame at its source, 
a procedure which sounds simple and 
is simple but which was accomplished 
only after two years of experiment- 
ing, eliminated this basic defect in the 
flame produced by a typical gun-type 
oilburner. Included in the experiment- 
ing was scientifically studied trial fir- 
ing assisted by almost an infinite num- 
ber of screen designs or grid designs. 

The grid’s durability to heat posed 
a vital problem. That was solved by 


George Baker demonstrates Esso’s new 
development before industry and press. 


Grid Heat Booster 


Applicable to any pressure Burner, 


Esso’s new 


combustion-im provement Device 


carries a 


12-month Guarantee 


of complete customer Satisfaction 


the use of a heat-defying metal alloy, 
similar to that used for the nose cones 
of space capsules. 

Through the use of this new “mira- 
cle” metal, the Magic Grid heat boost- 
er was developed and can be applied 
easily to any conventional high-pres- 
sure gun-type burner . .. by any man 
who is qualified as an oilburner ser- 
viceman. Susceptible to the improve- 
ment are more than 85% of the ten 
million house-heating oilburners in 
use today. 

The success of the Magic Grid heat 
booster is amazing, as has been indi- 
cated by extensive full-scale field test- 
ing in many typical homes. 

All of the foregoing represents what 
Humble Oil & Refining Company has 
to announce about an invention by its 
Esso Research & 
Engineering Company. The annour - e- 


scientific affiliate, 
ment winds up with a promise of 
millions of dollars of savings for oil- 
heat customers. 

Humble announces plans to market 
the new development immediately 
along the East Coast—in the com- 
pany’s Esso Standard, Eastern Region, 
which New England 
through Virgina and West Virginia. 

The Esso Research 


extends from 
invention was 
tested for a full heating season in 30 
homes near New York City. 

“The results were average savings 
of more than 20% in the fueloil bills 
of these users of oil heat.” 

“Savings were as high as 43%,” the 
company said. “The lowest savings 
were 9%. The average was 21.2%. 

“We could not have picked a more 
ideal time for the tests than the 1960- 
61 heating season. Many of the tem- 
peratures were among the lowest in 
the last 80 years.” 

Humble calls attention to the fact 
that some ten million consumers spend 


about $2.5 billion a year for fueloil 
used to heat homes 

“If even a small percentage finds 
it can save an average of one-fifth on 
fueloil costs, and does so,” according 
to Humble, “the potential savings are 
most impressive.” 

Humble says the Esso Research in- 
vention, called the “Magic Grid” heat 
booster, will be manufactured by an- 
other Humble affiliate, the Gilbert & 
Barker Manufacturing Company of 
West Springfield, Mass. 

In sample homes, the tests during 
the last heating season produced dollar 
savings ranging from $19 to $119, 
according to Humble. 

“The average savings were $53.50 
per home,” the company said. “There 
were significant savings for every 
homeowner. 

“Maximum cleanliness and quieter 
oilburner operation were additional 
benefits. Noise from flame pulsation 
was essentially eliminated, as was any 
smoke in the stack gases. These ad- 
vantages were gained through the im- 
provement of the efficiency of the 
combustion process. 

Humble said the Magic Grid intro- 
duces “a new concept in the field of 
home heating,” developed by scientists 
who 
through 
quartz windows of a laboratory oil- 


at the Esso Research Center, 


studied oilburner flames 


fired combustion chamber . . . as part 
of a two-year project. They accurately 
recorded flame patterns through the 
use of high-speed photography. 

The grid they produced is being 
made available as an integral part of 
an end-cone assembly for a pressure 
oilburner, and can be applied to any 
pressure burner. 

Humble says, “We are so sure that 
this new development by Esso Re- 
search will result in substantial savings 
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in fuel costs, will provide clean heat, 
and .. . where noise is a problem 
will bring a new quietness in oil 
burner operation—that we will make 
the following written offer to every 
one who installs the Magic Grid 

“If the customer is not completely 
satisfied after 12 months’ operation 
and notifies us to that effect within 
30 days, we will remove the new 
equipment, restore the oilburner to 
its former condition, and refund the 
entire purchase price or the portion 
the customer has paid.” 

These figures from Humble are in 
teresting and significant to oil heat 
technicians. Field tests on installations 
improved by use of the Magic Grid 
idea, and other ideas used along with 
it, showed stack temperature reduced 
from an average of 600° F. to 390 F 
Excess air was reduced to 37 

Efficiency rose from an average of 
71%, which Humble correctly com 
ments is reasonably good to begin 
with, to 83%. 

A training program for heating oil 
marketers of Humble’s Esso Standard 
Region was completed last week, s 
they can offer the Magic Grid modifi 
cations immediately. 

FUELOIL & OIL HEAT’s technical 
editor obtained a few more facts for 
readers interested in prices and tech 
nicalities. 

A homeowner will be charged 
$54.60 for a standard Magic Grid im 
provement job. Included in such a 
job in every instance is reduction of 


according to a 


the gph firing rate... 
set-established pattern. A firing rate 
ot 


to 


50 gph, for example, is reduced 


3. 
: 


25 gph. That 2.25 gph is the 
highest rate in the Magic Grid plan 
50 gph is the lowest rate 

The Magic Grid has added some 
thing brand new to the oil-heat scene, 
the FO&OH technical editor empha 
sizes; that is the need for nearly in- 
stant cut-off of an ignition system, the 
moment the oil flame starts burning 

(Up to now, we've had special re 
quirements in the way of ignition 
system control only in the need for 
timed ignition or for extended igni 
tion for wall-flame burners and rotary- 
cup burners; the ignition systems for 
these should not be turned off im- 


mediately following flame detection. ) 
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By moving the grid back and forth, Baker can show the difference made in the flame 
of a conventional low pressure oilburner. This set-un is used for demonstration. 


A Magic Grid modification job in- 
ides the installation of a cadmium 
sulfide cell, mounted in the oilburner 
gun tube, and a special relay controlled 
by the cell—to turn off the ignition 
spark as quickly as pr ssible following 
ignition of the oil 

Such rapid cut-off of the ignition 
spark is necessary to prevent forma- 
tion of coke on a Magi 


lation. Involved in this is, 


Grid instal- 
Humble 
men explain, polymerization of the 


ized oil coming from the nozzle 


polymerization caused by the pres- 
of the ignition spark, and which 
be minimized 

nozzle shield tO ave id excessive 


res 1S part ofa Magic 


omplete one of 

Grid modification jobs is 

and one-half hours, according to 

imble S schedule Complete combus- 

tion tests must be made before the 
en leave the installation 

The Humble Oil & Refining Com- 

pany has, in connection with all this, 

words of praise for the pressure oil- 


burner words that deserve careful 


consideration and perhaps respect 
Humble declares: “The convention 
al high-pressure oilburner represented 
a significant advance in home heating 
Its advantages were quickly recog- 
nized, and burners of this type are 
now used in the great majority of 
homes 


85% ). 


heated by oil (more than 
Since the development of the 
high-pressure burner, oil-heat research 
has been directed mainly toward con 
tinuing improvements in product 
quality and insuring the reliability of 
oilburning equipment 
‘In the last few 


Humble 


continues, “advanced combustion re 


years, 


search in other fields has made avail- 
able new laboratory tools. These were 
applied to oilburner combustion by 
Esso Research. For example, the stud- 
ies of flame patterns were recorded 
by high-speed photography in a labo 
ratory combustion chamber with 22 
quartz windows 

“As a result of the further improve 
ments in oilburner operation,” Hum- 
ble concludes, “we believe Esso oil 
heat will be unsurpassed for efficiency 


and economy by any fuel.” 
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Jet Heet at Como Oil 
makes significant Progress 


She UNUSUAL nature of Jet Heet 
equipment has made it news- 
worthy on a number of occasions. This 
is our fourth article dealing with this 
particular equipment in the past dozen 
years. It differs from conventional oil- 
nearing plants ina number of ways. It 
uses high temperature, high velocity air 
listributed through small flexible in- 
sulated plastic ducts which is modu- 
laced by a special design of register 
that cuts both the velocity and tem- 
perature by blending with room air. 

Two other good systems, Coleman 
and G-E, are similar on the small duct 
and blending features but they use 
rigid sheet metal ducts. 

On an August visit to Duluth, Minr., 
he heating specialists with Como Oil 
Co. related some of their experiences 
with the Jet Heet units and a call was 

ade at three homes to see work in 
progress or completed. Stanley Steven- 
son is manager of Como’s heating and 


airconditioning while 


department, 
Herbert Berg, Jr., 
is wholesale sales 
manager working 
with outside deal- 
ers, since Como is 
both a retailer and 
distributor of this 
equipment. It uses 
another line, Tor- 

H. Berg ridheet, for more 

thodox installations. 

In 1960 and 1961 Como Oil has 
{ near 200 Jet Heet jobs, with half 
them through 35 assorted fueloil 


w= A 


ae a 
eh) 


A typical ‘‘octopus” furnace that filled the basement gave way 
to the small Jet Heet unit against the wall (and against heating 
department manager Stanley Stevenson) with flexible ducts that 


distributors outside of Duluth. One of 
the selling points that Berg uses to 
interest fueloil men in heating is that 
this system does not depend on sheet 
metal mechanics, but rather any good 
man with tools can install the ducts 
through the studding and joist spaces 
in a home, either new or old. As a 
rule these oil men had not previously 
Most fueloil 
in that region, outside the city, has 


sold heating equipment 


been sold through gasoline jobbers 


with medest sales in heating oils. 
A good part of Berg’s responsibility 


has been to teach them heating, 


through a long series of training ses- 
sions for which they drove into Duluth 


as many as 70 in attendance. 


Myles F. Hall, former FBI operative, 
started Como Oil in 1947, has built ten 
million gallon volume as a Phillips jobber, 
half of it in fueloil, in a city with little 
more than a hundred thousand population. 
He is a director of API, was for six years 
a director of National Fueloil Council, 
president of Northwest Petroleum Assn., 
and a leader in NOJC. 


the system. 


Stevenson pointed out that a Jet 
Heet installation is not low priced but 
still within the range of the other 
strong lines sold in the market such as 
Timken or Iron Fireman . where a 
complete heating job is bought. In a 
situation like a crawl space that needs 
insulated ducts, Stevenson says his job 
is cheaper. 

With natural gas now two years old 
in Duluth the oil group is naturally 
very alert to competition. In the two 
years seven of Como’s oil customers 
that had cancelled out, because they 
needed new heating systems and were 
going to gas, were talked out of it by 
Stevenson by stressing the novel new 
features of his equipment 

Como Oil has also taken a strong 
interest in oil powered hot water heat- 
ers, featuring the Bock unit, and selling 
an average of ten a month. They sell 
this installed at $225, buying it as a 
distributor in trailer loads at $150 
They also sell it to other oil men at 
only a slight markup. This water heater 
venture is a break-even attempt de- 
signed to keep competitive fuel out of 
the home. It certainly generates en- 
thusiasm among the users, brings some 
amazing voluntary testimonials. This is 
a typical paragraph from a man who 
says he has used all types 

“This is the first time our family of 
four doesn’t have to wonder if there 
will be enough hot water. Before the 
automatic washer has completed its 
first cycle the water temperature is 
back up to 140°. Our monthly cost 
for hot water is less than half 

Como Oil was the first in Duluth 
with its own service department; since 
natural gas came in several others have 


started it. 


f 


hug the basement ceiling. The rigid spot in each duct is a 
silencer needed because of the high air velocity generated by 
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Kerosene goes to College 


Temporary Housing for Married Students can use a Lot of Fuel 


F UELOIL DISTRIBUTORS or jobbers 
in communities fortunate enough 
to have a college or university can some- 
times build an important volume of 
kerosene business for space heaters 
in housing for married students. It's 
true that the long range trend is toward 
apartment type dormitories but some 
of the finest universities today have 
hundreds of temporary units, and with 
tax increases becoming less popular 
they can expect to retain them for a 
number of years. 

A visit to the University of lowa, 
one of the “Big Ten”, found nearly 
1,200 married student quarters using 
kerosene for space heaters. What makes 
this more of a story is the fact that 
one oil company has practically all of 
this business Jones-Herriott & 
Stevens of Iowa City. 

Because the customers almost with- 
out exception have only one drum- 
55 gallon—storage, this could be un- 
desirable business if a lot of oil com 
panies hopped and skipped through 
the temporary housing communities, 
unless of course they charged a very 
high price per gallon. 

But Jones-Herriott & Stevens charge 
only the regular tankwagon rate which 
was 15.9¢ at the time of the visit in 
late August, and they like the business 
very much, even though the average 
drop is between 25 and 30 gallons. 


It wou.d be hard to find a more 
completely integrated jobbership than 
this one, which we'll abbreviate as 
JH«s, because they embrace so many 
activities. They sell DX-Sunray prod- 
ucts from five bulk plants in Iowa 
City and nearby towns. They have 21 
service stations, the largest of which 
averages 50,000 gallons a month. They 
have a marine terminal at Coralville 
Reservoir where they both supply fuel 
and service boats. They own the con- 
trol in Brandt Heating & Aircondition- 
ing Co., Winkler dealership with its 
own sheet metal shop and oilheating 
servicemen 

[t is not surprising then that the 
company wculd have seen a fertile 
field in temporary housing and made 
quite a feature of it. A day spent with 
Jim Herriott, general manager of op- 
erations, brought plenty of evidence 
that this can be made 


department 


a porfitable 


when some individual 


takes it seriously and it helps to be 
the first one in a market to do that. 
Herriott has had honors in the oil 


ind 


istry outside of Iowa City. For 
two years, 1957-58 he was president of 


Jobbers 


Assn.; he’s a director of the National 


the Iowa Independent Oil 
Oil Jobbers Council and vice-chairman 
of its Intra-Industry and Public Rela- 
tions Committee. 


It was shortly after World War II 























Imaginative Marketers—Jim Herriott, John Stevens, Dean Jones. 


that the married student problem came 
to be important at the universities 
Young men had missed college while 
in the armed forces, but they hadn't 
missed much else including marriage 
They could get financial help from 
the Veterans’ Administration to resume 
their interrupted education. 

Like many others the University of 
lowa built temporary housing for the 
couples. Some were quonsets which 
were large enough to divide into two 
four-room units having two bedrooms 
Others were barrack-type two unit 
buildings about the same size. Later 
came the trailer courts, or actually 
they're better called “mobile home 
courts because they're now getting 
pretty large to go trailering very often 

The quonsets and __ barracks-type 
dwellings are owned by the University 
They are rented to the students at 
$62.50 a month which includes their 
heating and cooking fuels, also elec- 
tricity. The University has 670 such 
dwellings in 335 buildings. The ker« 
sene is bought by the school on a 
yearly contract. It’s a bidding proposi 
tion but the company with experience 
has an advantage because it knows its 
costs. Herriott’s firm has had this busi 
ness since it originated in 1947 except 
for two years. 

These university-owned _ buildings 
are spread around the fringes of the 
campus in perhaps a dozen locations 
The tops and sides of the buildings 
are insulated. The kerosene consump- 
tion per unit last season ran from 617 
to 685 gallons 

The space heaters naturally need 
service at times and the school has full 
time mechanics who look after all 
types of appliances in the buildings 
including the heaters but on occa- 
sion Herriott’s men will supply some 
service gratis to be neighborly. 

There are nine mobile-home courts 
or “parks”, with a total of 600 units 
and at least four-fifths are occupied 
by married students. Some are owned 
by the students and they rent the 
ground space and utility connections 
When they finish school they're usually 
sold to others coming along. But many 
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t them are owned by the park opera- 
or and rented. 

Chere are two methods of handling 
he heating fuel. In all of the parks, 
save one, the park operator does the 
ollecting and gets one cent a gallon 

his effort. Each delivery is metered 
ind the meter record becomes the bill- 
ng ticket including the extension fig- 
red at 15.9¢. After each round of 
he truck the oil company sends the 
batch of completed tickets to the park 
wner and then bills him in a single 
nvoice at one cent a gallon less. He in 

rn attaches the individual meter 
kets to his monthly rent billing 
The park owner naturally prefers to 
business with only one oil company 


obvious reasons .. . other than the 


These quonsets each have two apartments for married students. 


one cent commission. It reduces traf- 
fic in the park. College students do 
have children, some even eight or ten 
drivers are 


years old, and careful 


“personna grata”. Then the roads in 
the park are not very heavily paved 
and big trucks can hurt them, so the 
fewer the better. 

There is just one large mobile-home 


park where the owner does not want 


to bother with the oil accounts, but 
even here he restricts oil deliveries to 
a single company 

At this park JH&s handles its own 


1s 


billing at the 15.9¢ price, even offers 
monthly budget plans including life 
insurance just like on the larger fur 
nace oil accounts. The large mobile 
homes are in the range of 10 x 5O ft 
and their seasonal heating oil account 
runs around $120 to 130, even though 
they still have a single 55 gallon stor 
age drum 

There is no degree-day system used 
for this type of business other than a 
very general observation of the weath- 
er. Herriott has learned that it’s more 
economical to just run a truck through 
every week after the cold weather really 
sets in, and the truck fills every drum 
When spring approaches the truck 


calls each ten days. 


Credit is no Problem 


The question of credit came up in 
the interview. It's no problem 


the entire summer ‘hangover’ was 
under $200. Kids in school pay their 
way, and particularly if they go to 
school after they're married, which 
means that they're the dependable type. 

Not all universities have been as 
smart about their temporary unit heat- 
ing as at lowa. Some officials from 
another big college heard of the Iowa 
system and came to investigate. Her- 
riott was Called in. In their town all the 
oil men took a dip into the business 
and the confusion was serious. A cus- 
tomer would see an oil truck in the 
lane and if it was stormy she might 
worry about when her truck was com- 
ing so she'd insist on getting some 
kerosene from the one at hand. Her 
regular supplier would show up and 


find the tank filled. The oil men would 


complain to the college or to the park 


operator and it was a mess. 
The visiting dignitaries went home 
and installed Herriott’s systern PDQ. 
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More about 


Stockroom on Wheels 


Details and Dimensions of Langie’s seven custom-fitted servicemen’s Trucks 


by W. B. Adams 


Langie’s has seven such trucks. All clude the tools, supplies, and oilheating 


} 


are identical down to the smallest de- parts the serviceman needs in_ his 


everyday work. 


7. SERVICEMAN’S truck has a tails 
place for everything, and every- G 


thing is kept in its place 

That was the emphatic conclusion 
of two members of the technical staff 
of FUELOIL & OIL HEA after 


n charge of Langie’s heating equip- 
nent service, 


trucks his company’s service depart- 1961 issue of FUELOIL & On 


n 


Norman Miller, vice-president 


ent is using and engineered the work 


selected the kind of 


j 


rooms on wheels, written by G 


man Miller, appeared in the 


An article on these oilheating stock 

Nor 
March 
HEAT 


It resulted in many comments and in 


they had spent a few hours studying 


of turning the trucks into oilheating 


quiries from readers interested in serv- 


the details of an oilheating service stockrooms on wheels. Each truck lit- icemen’s transportation —_ problems 


department truck owned and operated erally functions as a traveling stock- Some readers said they wanted many 


by the Langie Fuel Service, Inc., Ro room for a serviceman; it is fitted details on Langie’s trucks, in- 


chester, N.Y. 


more 


with more than 1,200 parts, which in- cluding dimensions of the compart 
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Left Inside Elevation—Important for men who want to know three drawings. Of course, a man would not proceed far in this 


the dimensions of the compartments in one of these custom- 
fitted Econoline trucks: These three drawings are to scale; the 
length and height of each light-line block is equal to one foot. 
This can be checked by the vertical dimensions at the left side 
of this left inside elevation. A man who can read blueprints can 
make up his own scale along the edge of a piece of cardboard, 
having one-inch marks properly spaced within the one-foot 
marks, and then can ascertain hundreds of dimensions in the 
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direction before he became serious about the project, and 
bought at least one heavy-duty van truck of this kind to turn 
into an oilburner serviceman’s ‘“‘stock room on wheels’’. With 
the truck on hand, the work of fitting it with compartments is 
much simpler than it would be otherwise. It is likely also that 
most executives working at custom-fitting trucks for oilburner 
service work would use some of their own ideas and innovations 
in addition to using the ideas of Norman Miller. 
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ments for parts and tools, which 
Norman Miller designed and had built 
inco the trucks. These requests caused 
the two members of the FUELOIL & 
OiL HEAT technical staff to travel to 
Rochester, N.Y. for a detailed, first- 
hand inspection of one of these service 
trucks. Included was a thorough dem- 
onstration by serviceman John Min- 
chella of how the truck handled and 
traveled in city traffic and along coun- 
try roads. 

With no engine jutting out in front 
of the driver, John Minchella pointed 
out, the truck handles beautifully in 
heavy traffic, and can be parked with 
great ease. In winter, he said, the 
truck’s heater proves to have enough 
capacity to drive a man out of the 
truck, if the heater is turned on full 
blast. However, he admitted that on 
hottest summer days the truck in- 
terior could be more comfortable 
if the driver got the benefit of a 
greater flow of outside air through 
the truck 

Norman Miller pointed out in his 


article that, after a detailed study of 


the problem of transporting a service- 
man and the tools and oilheating parts 
that should go along with him, the 
answer to the problem was found in 
the Ford heavy duty Econoline van 
truck. 

This truck has a space about seven 
feet long behind the driver's seat. 
Most important is the fact that the 
floor of this space is level from front 
to back. The inside width of the 
truck is 65 inches; inside height is 54 
inches. 

To the right of the driver's seat is 
a passenger's seat, which can be folded 
and locked in place against the side 
of the cab. With the passenger's seat 
thus moved out of the way, the driver 
can leave his seat and walk back into 
the truck for anything located there 
that he needs. 

Walking around inside the truck, 
fitted with the 1,200 parts located in 
their compartments and special loca- 
tions, makes the truck seem large in- 
side, for this is like walking around 
a stockroom. The truck gives the odd 


but very definite impression that it's 


larger inside than outside . with 
only 90 inches of wheelbase, it is def- 
initely a compact truck as viewed 
from outside. 

Much in the way of inside roominess 
is gained, for a truck of the Econoline 
Van's over-all length, by the engine’s 
being located inside the truck instead 
of being located under an engine hood 
that juts out ahead of the windshield. 
Here the windshield is within inches 
of the very front of the truck. The 
engine takes up surprisingly little space 
inside the body of the truck. The cover 
over the engine housing starts be- 
tween the driver's seat and the passen- 
ger's seat, where is is sort of a console 
which can be used in an emergency as 
a seat for a third occupant of the 
truck. This engine cover is that low. 
It extends back into the truck only 
about two feet behind the backs of the 
regular seats as can be seen in the 
accompanying large drawing. 

Its modern, compact-car engine per- 
mits this truck to travel as far as 30 
miles per gallon of the regular gaso- 


line it uses. Langie’s experience is that 





SCALE: 1 BLOCK=1' 


<> 








4 
© SMOKEPIPE 


TO HANG & ELBows 


FAN BELTS 


HUMIDIFIERS 


& 
ACCESSORIES © 
.~ 
me | 
© uv 


SPARE TIRE 




















4'6" THREE 4 
| TO CENTER MOTORS 


\ -< 
4 
- % ~ ' 77 4 
/@ - 
/ FURNACE 
, CEMENT 
FLOOR# < j 
of rauck | be 
z= 


RIGHT REAR INSIDE ELEVATION 


4 











TWO 5-GAL 
OIL CANS 



































SCALE} 1 BLOC K=1' | 


— 


F ie a4- 4 PLywoop 


SLIDING DOORS 








— 




















_ . 
SLIDING 
DOORS 











<— COPPER 
TUBING 





10" 


5 
AIR — 














OL #f OIL 
CAN CAN 











\TZ T 
FICTER ol me 











To GE ABLE To RECEIVE SPARE TIRE ' 














‘ELoaR oF TRUC ‘ete: iii 
LERT REAR ELEVATION 








RIGHT 














Right Rear Inside Elevation—Aboard the truck, stacked neatly 
and efficiently with small sizes successively within larger sizes, 
are smokepipe elbows and lengths of smokepipe in sizes from 
three-inch to nine-inch. Two els and three lengths of each size 
is the normal inventory. As with all other inventory items, any 
smokepipe materials used on any day is replaced the next morn- 
ing on the perpetual inventory basis. The dimensions in this 
drawing, like those of the other drawings, permit checking of 
the drawing’s scale. To make the most of the drawings, com- 
pare what's in them with what you can see in the accompany- 
ing photographs. The truck has extra features, not mentioned 
in the text of the article. As examples: It has a two-way radio, 
of course (Motorola); It has extra lights, in addition to factory- 
supplied lights, in its body, equipment-storage section; All of 
its six doors can be locked securely. The serviceman who has 
been given charge of a truck takes it home with him nights. 





Rear Elevation—The two five-gallon Blitz cans, kept full of 
No. 1 oil for use in case a serviceman encounters any kind of 
a domestic burner out-of-oil and wants to provide heat at once, 
are anchored in a specially designed angle-steel rack, which has 
a locking wing-nut at its top. Bolts that go through the floor 
and the truck chassis keep these racks in place. After easy and 
quick removal of the oil cans, the spare tire can be removed. 
Everything in the truck is securely kept in place, even during 
fast truck runs over rough roads. Norman Miller did well at 
solving the problem of keeping in place things like vacuum 
cleaners, smokepipe lengths and elbows, packages of air filters, 
and coils of copper tubing . . . the things not secured in the 
closed and covered compartments. He uses “‘bunge cord’’, 
which is made up of a center of oil-proof rubber strands, cov- 
ered by Nylon. This can be stretched so that it applies tension 
and force to keep parts in place. 
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over-all gasoline consumption for all 
kinds of driving averages more than 
20 miles-per-gallon. 

Accessibility gained through the use 
of many doors is a big advantage of 
these trucks. Such a truck has the 
usual two front doors, one on each 
side of the driver-passenger seat com- 
partment. Next, it has two, large, com- 
panion doors on its curb side; opening 
these provides access equal to that 
which would be gained by removing 
two-thirds of the side panel from a 
panel truck. Finally, it has two large 
doors at its rear. 

Langie’s executives made a careful 
analysis of the service calls made dur- 
ing past years ... to ascertain the tool 
supplies, and oilheating parts which 
a serviceman’s “stockroom on wheels 
should carry. In different classifica 
tions were different oilheating parts 
such as burner motors, fuel units, stack 
controls, air filters, drive belts, atomiz 
ing nozzles, limit controls, etc., etc 
The 


parts, of each classification, should be 


executives decided how many 
in one of the service trucks. Important 
considerations included the weight of 
each different classification, and the 
truck space needed. 

Next came the work of designing 


and building the cabinets, enclosures, 





Looking into one of the Langie’s special service trucks through its windshield, you 


see part of the driver's seat at the extreme right . . 


in the center 


. cover of the engine compartment 


and at the extreme left you see the passenger seat folded and 


locked out of the way in the fashion that permits the driver to leave his seat and 
walk back into the body of the truck. Plenty of room in this truck. That's because 
it’s bigger on the inside than on the outside! 


etc. needed to convert the Econoline 


van truck into a stockroom on wheels 
The actual work started with lining 


the inside walls of the truck with 


Masonite to prevent heavy oilheating 
parts from denting the steel siding 


of the truck 


“i 


Opening the two, big, back doors amounts almost to taking the back right off this 
truck. At the left rear, notice the fuel cleaning brushes, and even the ordinary broom 
for sweeping up after service work. With the back doors open like this, a serviceman 


can jump in and run right through the truck, over its level floor . . 


- can get right to 


the driver's seat in a hurry, if the passenger seat is folded and locked. 
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The cabinets themselves were made 
of 34” marine plywood, which does 
not warp. 

In the large drawing, which is label 

“Left 


Ce ymMpartments 


led 


seen 


Inside Elevation,” can be 
numbered “1” to 
Before a 


irives a truck, he closes off the fronts 


“8” inclusive. serviceman 


of these eight compartments by clos 
ing four, large, sliding doors 2 
reet high. With the doors closed, noth 
ing can drop out of the compartment: 


Made of I 


‘ marine plywood, thes« 


doors slide sidewise in aluminum 
tracks at their bottoms and tops. Any 
or all of the sliding doors can be re 
moved simply and speedily; lifting a 
door a fraction of an inch permits 
pulling it forward at the bottom, then 
lowering it so that it comes out of its 
upper track. 

The 


truck 


cabinets for a 
about $350. The 


material carried in the truck is worth 


of the 


amounted to 


cost 


about $1,300; this includes tools, ma 


terials, vacuum cleaner, combustion 
testing equipment, and the parts need 
ed for servicing oilheating systems 
Each truck stocked with all of its 
1,200 parts of tools, materials, burner 
parts, etc. was made ready for a par- 
would then 


(Please turn to page 100) 


ticular serviceman, who 
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Tests by Atlantic demonstrate Need for Annual Checkups with Instruments 


Service makes the Difference 


by Frank R. Dunn, Jr.* 


GREAT DEAL has been said in 
Ane oilheating industry about 
the benefits that accrue from good 
service practices. Despite this, there 
have been many instances reported 
where burner service has been a hit 
and miss proposition. The need for a 
well-planned servicing program has 
been clearly brought out by those long 
familiar with the oilheating industry. 
In order to provide the quality of serv- 
ice required, it is essential that every 
service organization adopt a standard- 
ized maintenance and adjustment pro- 
gram. An effective program to meet 
the desired goals really consists of two 
parts. The first is a well designed 
routine maintenance and the second is 
a correct adjustment of the burner 
with combustion testing instruments 
to peak operating efficiency. 

Our experience has shown that the 
steps to follow, which are given in 
rABLE |, are necessary for success. 

Once a serviceman gains familiarity 
with the use of combustion testing 
instruments he will find them invalu- 
able for diagnosing the causes of poor 
burner performance. He will also need 
a firm understanding of the funda- 
mentals of oil combustion and the 
function of each mechanical part of 
the burner system. Sufficient to say 
that there are many excellent books 
and manuals dealing with these sub- 
jects. However, FIGURE 1 is a useful 
chart which gives in outline form the 
suggested reasoning to be followed 
and the type of conclusions which 
would be reached by the experienced 
serviceman while using combustion 
instruments to diagnose burner operat- 
ing problems. This chart is based pri- 
marily on the interpretation of read- 
ings taken by the serviceman of draft, 
smoke level, COz and stack. 

Many oilburner installations can be 
readily adjusted to peak operating ef- 
Research & Development Department, 
Atlantic Refining Co., Philadelphia. This 


is a condensation of a slide talk prepared 
last spring for the then Ont. 


ficiency by the use of instruments. 
However, it is only fair to say that 
some oilburner units require a con- 
siderable amount of mechanical altera- 
tions and modifications to attain satis- 


factory performance. Some service 
companies and oil companies special- 
ize in this type of work. The sub- 
stantial savings in fuel costs that re- 


sult from improved burner efficiency 


will pay for the cost of modifications 
in a few years. 

In past years there has been con- 
siderable reluctance on the part of 
burner service organizations to adopt 
the use of combustion instruments. 
The reasons generally cited were that 
(1) adjusting burners by instruments 
took longer and (2) was not neces- 


sary since a trained serviceman can ad- 





Replace oil filter cartridge (if 
strainer) . 


Check overfire and stack draft 


inches of water. 


Take stack temperature. 


Take smoke tests. 


is obtained 
Check CO,. 


Determine combustion efficiency 


mechanical condition. 


pulsation 


need for corrective action. 


and wasted heat 
b) Faulty atomization and/or 
Check for excessive noise while 


cause. 





TABLE 
Standardized Routine Maintenance Program 

Thoroughly inspect and clean furnace flue passages 
Inspect and clean smoke pipe and base of chimney 
Remove and clean electrodes. Set 
Inspect nozzle; clean or replace if required. 
rhoroughly clean burner fan, burner housing and air handling parts 
there is no oil filter, clean fuel pump 


electrodes for correct ignition 


Seal all leaks in the heating system, including area around smoke pipe, 
furnace doors, burner blast tube and cracks in combustion chamber 

Test fuel pump with gage and adjust for correct pressure, Check fuel pump 
for tight seal and positive cut-off 

Check oilburner electrical controls; clean and adjust if necessary 
Lubricate oilburner motor and circulator or fan blower motor 


TABLE 
Instrument Adjustment Program 


a) Adjust the draft regulator to give a draft gage reading of 0.01 to 0.02 


b) With the proper overfire draft adjustment, stack draft should normally 
mally be 0.02—0.04 inches of water. 


a) Acceptable limits for stack temperature are 450—700°F 


a) A 1 smoke number is the goal (see footnote*) 
b) Adjust air shutter on burner fan and re-test until a | smoke number 


a) The minimum acceptable CO, is 8%. 
b) If the minimum value can not be obtained, it is an indication of 


excessive air leaking into the burner system or some mechanical fault 


a) Using a suitable chart or slide rule-type computer, determine combus- 
tion efficiency from the values obtained for CO, and stack temperature. 
b) A minimum acceptable value is 70%, 
more in line with expectations for well-adjusted heating units in good 


Observe flame ignition and cut-off 
a) Ignition should take place in a few seconds without undue smoke or 
b) A long cut-off time (10-20 seconds) and excessive smoking signals 
Look for flame impingement against the combustion chamber walls 
a) Impingement is caused by a nozzle of the wrong size or an incorrect 
spray angle to suit the size and shape of the combustion chamber. 
b) A combustion chamber which is too small or has the wrong shape 
for the required oil firing rate can also be at fault 
3. Check for odor around the furnace and draft regulator 
a) A strong oil odor may signify unburned oil going up the chimney 


poor air-oil mixing may be responsible 


a) Rattles, hums, and pulsations during start-up, while burner is running, 
and on shutdown are objectionable and are related to some mechanical 


*NOTE: This smoke number is selected in order to provide efficient, clean 
combustion with a minimum of excess ait 
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but higher values of 75-80% are 


burner is operating 











just satisfactorily by “feel,” observation 
and “know-how.” 
The 


should be done on an annual 


routine maintenance program 
basis 
Each time it is completed by the ser- 
viceman, it should be followed by an 
adjustment of the burner with com- 
bustion testing instruments. The use 
of these instruments not only permits 
the burner to be adjusted to peak per- 
formance, but also provides the means 
to detect faulty operation and to sug 
gest to the serviceman corrective lines 
of attack. The commonly used com- 
bustion testing instruments areé 

1. A draft gage to measure the draft 
in a heating system. 

2. A dial or other type thermometer t 
measure temperature of the combus- 
tion gases at the heating unit's outlet 
3. A CO 
centration of CO 


tester tO measure the con 
in the combustion 
gases to provide an indirect measure 
of the amount of excess air supplied 
for combustion. 


1. A 


amount of smoke in combustion gases 


smoke tester to 


measure the 


relative to a standard scale. The con 


ventional Shell-Bacharach smoke num 
ber scale is used. 

5. A pressure gage to measure 
pump pressure at the nozzle 

6. A vacuum gage to measure 


suction. 


B Overfire Draft too 
high. greater thon 
0.02 inches woter 


RESULT RESULT 
1. High heat loss 1 
when unit 1s not firing 
2. Gas flow too high 
thru furnace poor ef and poor 


flcrency 


SMOKE LEVEL 


2 SPOT MAXIMUM) 


A flame mirror to examine inac- 


places in a_ heating 
check 


ignition, combustion chamber 


cessible system 


and to uniformity of nozzle 
Spray 
flame impingement, etc 

The steps to be followed in instru- 
nent adjustment as well as the accept 
able limits to be attained are given in 
TABLE 2 

Admittedly, 


justing takes longer, the 


while instrument ad- 


benefits that 
are derived pay off several fold. Also, 


it has been shown that the “guess” 


method of adjustment simply can not 


matcn 


the certainty provided by instru 


ments when they are properly used 


adjusted burners frequently 


at too high a smoke level 


1 heat and excessive service 


result. It is bad enough that 


is unburned carbon which could 


produced had it burned: 


smoke de posits as 


heat 


even worse, 


the heat absorbing surfaces of 


nd furnaces, insulates them 


es their ability extract 


soot deposits make it nec 


vacuum clean the furnace or 


avoid complete failure caused 


i off of the draft 


1 number of years, we have 


the effect of smoke level on 


performance and servicing re- 
started in 


ents. This work our 


A Smoke tee high 
greate: then 2 spot 


Seot deposits in 
furnace — cowses 
stock temperatures 


2. Soot and smoke din- 


charge from home 


chumney 


CAUSED BY 


Detective or 


perly adjusted droft 


mpro 
12% 


regulator 


2. No draft regulator 


high 


present 


3. Draft inducer being 
. = aw 


vsed wher 


quired 


2. # CO, is low, tess 


than 8% 


@. Check for faulty 
nese operehen 


CAUSED BY 
1. CO, is high, 10 


@. Overfiring of 
unit—eil rete tee 


be. Too little excess 


« Dirty fee or air 


CAUSED BY 

1 With Low emoke 
6 Underfiring com- 
burton chomber 
& Nozzle too small 
¢. Ait leaks inte tur- 
nece 
d. Air gote epen 
foo wide 
Wath high smoke 
e Faulty norzte op 
oration 
b&b Peer combustion 
chamber 


b. Combustion 
chamber troubie 

toe large, poorty in 
stalled, broken, etc 


CO. (8% MINIMUM) 


oil heat laboratory and then moved out 
into the field. The main objective of 
the work has been to show that burn- 
ers can be adjusted to burn both clean 
ly and efficiently. It is not enough to 
simply adjust a burner with enough air 
to eliminate all smoke. Too much air 
reduces burning efficiency. Therefore, 
a balance must be reached so that the 
burner produces a clean fire with the 
maximum efficiency possible. It is the 
of 


makes it possible to attain the adjust- 


use combustion instruments that 


ment that gives this proper balance 
Let us examine typical data obtained 
in our laboratory studies. Two identi 


] 


cal burner-boiler units were used 


Each 


carefully serviced to give essentially 


for 


the series of tests burner was 


identical efficiency when adjusted for 
Also, 


vacuum 


the same air to fuel 


ratio the 


boiler surfaces were cleaned 


prior to the start of the test. Then 


one burner was set to operate at a 


moderately high smoke level of 4—5 
Smoke Number ( Shell-Bacharach 


Scale) and the other was set to operate 


at a low smoke level of O—1 Smoke 
Number 
140 days at 1.0 gph of No. 2 fueloil 
10 min. “off 


1200 gals 


Each burner was fired for 


on a min. “on’—20 


cycle for a consumption of 


As 


may be seen in the photograph 


STACK TEMPERATURE 


630°F. NET MAXIMUM 


CAUSED BY: 

1. Dirty heet ex. 
changer — 

high smake ond high 
draft toss 

2. Overfirimy furnace 
bsigh CO, erould oc. 


company. 

3. Poor feramce de- 
sign Bates newied 
4. Poor combustion 
chamber 

5 Excessive droft. 


Fig. 1. Diagnosis of poor burner operation aided by instruments. 
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Fig. 2. Soot deposits on laboratory boilers. Unit “‘A,”’ 
operation; 


shows the effects of low smoke level 


) 


f FIG. 2, the burner with a moderate- 


high smoke level deposited much 
ore soot than that deposited by the 
ne with a low smoke level adjust- 
ent. As seen in the summary of the 
TABLE 3 the 


test given in stack tem- 


ire increase and the resultant loss 


efficiency was considerably higher 


the higher smoke level. 


left, 
Unit “B,”’ 


We also made field studies covering 
several years on the effect of adjust- 
ment to clean burning conditions. A 
variety of domestic oil-fired heating 


systems were selected for the tests. 


These consisted of typical boiler and 


furnace units—both conversion and 


package; some of the boiler units had 


hook-ups for domestic hot water 





Hig 

Initia 
G,allons of No 
Stack Temperature 


2 Oil Burned 

. Net, “I 147 

Combustion Efficiency > 80.2 
Unit Efficiency ** 65.0 

Smoke Numbet 1 


Need Boiler Vacuum Cleaning 


Heat input « 


mbustion Etficrency 


+] 


nit Efficiency 


Effect of smoke level setting on 


Units set for 0-2 
\fter | Year of Operation 8 
After 2 Years of Operation 18 
After 3 Years of Operation 19 
B. Units Set for 3-5 (4 ave.) 
After | Year of Operation 0 





TABLE 3 
Summary of moderately high & low smoke level runs 
h Smoke Lewe Le 


Heat output of boiler 
I 


Heat input of oil 


TABLE 4 


2 (l ave.) Smoke Number—Clean Burning 


Smoke Number 


Smoke Lei 

Fina ( Final 
1200 1200 
622 7 140) 170 


76.0 , RO5 R05 


Initial 


61.0 66.0 65.0 


| 1, 


Yes No 


f oil Heat lost up the stack 


X 100 
Heat input of Oil 


X 100 


need to clean boilers & furnaces 


16 24 

29 17 

56 75 
Moderately Dirty Burning 

100 








right, demonstrates soot build-up with a unit which is operat- 
ing high smoke level. 


Prior to the 
field 


start of the tests, the 


units were given the routine 


maintenance program listed in TABLE 
1. The majority of the test units were 
then instrument adjusted for a low 
2 Smoke Number. For 


pt if pt ses, a 


smoke level, 0 


comparative number of 


test units were set for a moderately 


level, 3—5 (4 
Number The 


smoke were 


high smoke 
Smoke 


low 


avg.) 


units set with 


levels continued on 


test for two, three or more years as 


long as they did not require vacuum 


The 


level units all 


cleaning of the boiler or furnace 
moderately high smoke 
required vacuum cleaning after one 
heating season and were discontinued 
At the end of each heating season (i.e 
after one year of operation) the burn- 
ers which did not require vacuum 
cleaning were continued on test after 
they were completely serviced and re- 
adjusted as necessary to maintain clean 
burning conditions, i. 2 maximum 
Smoke Number. 

A brief summary of the data col- 
lected during three years of field tests 
is given in TABLE 4. 


The data given in TABLE 4 are als 
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FIG.3 


EFFECT OF SMOKE LEVEL ON NEED TO VACUUM 
BOILERS @ FURNACES OF TEST UNITS 


CLEAN 


| 
UNITS SET TO 
JOPERATE AT 3-5 
SMOKE NUMBER 


UNITS VACUUM CLEANED, & OF TOTAL 


YEARS OF am 
plotted in FIG. 3. This chart shows at 
a glance the percent of total units for 
the two smoke level groups, i.e. 0—2 
and 3—5 Smoke Number, requiring 
cleaning during three years of field 
testing and readily shows the value of 
adjustment of burners for clean burn- 
ing. Even after three years of opera- 
tion, 25% of 
units did not require vacuum cleaning 
and could still be operated satisfac- 
torily for a fourth year. In sharp con- 
trast, 100% of the moderately high 
(3—5S Smoke Number ) 


units required vacuum cleaning for 


the low smoke level 


smoke level 


soot removal at the end of one year of 
operation. 

The decision as to when to clean a 
boiler or furnace in the field tests was 
based on a visual inspection of the 
base, 
smoke stack and combustion chamber 
area. Both flaky scale and uniform 


soot deposits were considered. In gen 


heat exchange areas, chimney 


eral, when a dirty boiler or furnace 
the 
combustion efficiency loss of 


suffered a 
3—8 
percentage points. Based on the aver- 


was found unit had 


age efficiency (76%) for a clean unit 
in the field tests this represented a loss 
of some 4—10% in actual combustion 
efficiency. 

It was clearly shown in the field 
tests that the air handling parts (fan, 
stabilizer, etc.) of domestic oilburners 
accumulate dirt during the course of 
a heating season and that air supply to 
the burner is reduced. Based on the 
available data from the 


tests, some 


60% of the units still maintained sta- 
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O0—2 Smoke 


However, in the remaining 


istactory cleanliness, i.e. 


Number 


tO of the units, smoke increased 


the 2 Smoke Number 


All of these units recovered all or part 


beyond level. 
of the loss in cleanliness when the air 


handling parts of the burner were 


cleaned; 65% recovered the loss com- 


pletely while the other 35°% recovered 
one-half of the smoke number degra- 
dation. Thus, good servicing practice 
dictates that annually oilburners 
should have their air handling parts 
cleaned and the air setting should be 
readjusted low (0—2 Smoke 


Number 


Summarizing the results obtained in 


to a 


smoke level 


the domestic oilburner field tests: 
\ marked improvement in boiler 


and furnace 


cleanliness resulted 
when oilburners were adjusted to 
smoke levels with 


operate at low 


a smoke tester. This was reflected 
in a much lower need to remove 
soot deposits by vacuum cleaning 

Only about 
Ss 


2 per year of the total units 


boilers and furnaces 
set for low smoke required soot 


clean-out compared to 100% per 


The Oregon OHI 


I [ IS DIFFICULT for people to tell 
if 


statements 


are fact or fancy 


when they see or hear a statement 


made. Often it costs thousands of dol- 


lars 


ract 


to make a statement stand as a 


Again, it has cost fortunes to 


prove that claimed facts are, in fact, 
false 

The FACT is—very few commodities 
can be sold with absolutes to establish 
the exact degree of their desirability 
here are usually immeasurables which 
preclude the possibility of positively 
determining the relative values. 

Actually, comfort covers the physi- 
cal and mental state of the occupants 
of the home. Physically, it involves 
temperature, humidity, and the con- 
Mental- 


ly, there is a peace of mind in having 


trol of each at desired levels 


minimum concern about their welfare 


or possible discomfort. It cannot be 
measured in dollars and cents 


Safety resolves itself to the element 


year for the units adjusted for 


moderate smoke levels. 

2—Dirt accumulation in the air han- 
dling parts of oilburners cut down 
on the air supply to the burner 
This resulted in a gradual increase 
in smoke to moderate to fairly high 
levels during a single heating sea 
son for some units (about 40% of 

(60% of 


total) experienced little or no in- 


the total). Orher units 


crease in smoke level. Therefore, 
annual cleaning and adjusting of 
the air handling parts should be 
considered important parts of burn 
er service. 
It is desirable to stress again the im- 
portant points that have been covered 


I—A 


gram plus an instrument adjust 


standardized maintenance pro- 
ment program are essential parts of 
modern, efficient burner service 
2—Clean burner operation markedly 
reduces the deposits in furnaces and 
boilers and maintains peak burner 
efficiency. Important savings in 
servicing costs for the distributor 
well as reduced 


and customer as 


fuel bills for the customer result 


Ad Campaign 
makes Everybody tell it Straight 


of fear, or in extreme circumstances, 
to self preservation. Again, there is 
no financial evaluation possible. 

Reliability usually incorporates the 
entire heating system rather than the 
fuel used. It joins safety in being a 
contributing factor toward comfort, 
through peace of mind 

Economy as another end result, is of 
some interest to every homeowner. It 
would seem that economy could be ex 
pressed in terms of monetary value— 
but can it? Can you purchase $300 
worth of comfort with one fuel, as 
against a greater or lesser cost for a 
greater or lesser degree of comfort, 
obtained by the use of another fuel? 
(Man the computer.) Without nam- 
ing fuels, would you use one in pref 
of 


if it would result in a 


erence to another because lower 


cost, family 
with poorer health? 
So we have intangible values, and 


we have actual values of which we are 
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not aware. Why then, are we influ- 
enced by fuel price propaganda when 
it is of secondary importance in our 
program of life, liberty and pursuit 
of happiness? We are interested be- 
cause selling forces make it an issue. 

The Oil Heat Institute of Oregon 
has tried to promote the use of fueloil 
with no blows below the belt. They 
have considered that a large majority 
of homeowners have used oil for heat- 
ing their homes, and have no cause 
for complaint. 

Electric heating people have been 
in the field for some time. They freely 
admit that heating with electricity costs 
more than with oil. They offer no 
excuses that an extra amount of in- 
sulation is necessary in a house to 
keep the cost of electric heating within 
reason. There are differences of opin- 
ion about the “within reason” part. 

For many years manufactured gas 
did not present serious competition 
against fueloil for home heating. Na- 
tural gas was piped in, and the battle 
began. 

Tactics employed by both gas and 
oil salesmen sometimes went beyond 
the ideas of “good clean competition.” 
Enthusiastic salesmen often went be- 
yond merely putting their best foot 
forward. Statements of all kinds were 
flying fast and furiously, and it seemed 
that they flew fastest and most furi- 
ously on those controversial issues 
which were most difficult to prove. 

The subjects of clean, safe and effi- 





Differences in Towns 


The Oregon campaign territory laps 
over into Southwestern Washington, 
where it embraces such markets as, 
for example, Vancouver, Wash., a 
strong electric heating town. 


In a recent issue of the Vancouver 
Columbian, the real estate ads often 
mentioned heating by type of fuels. 
We counted the references in that one 
issue and found 12 ads mentioned 
oil heat, 1 gas and 22 electric heat. 


In Portland, Ore., a stone’s throw 
away a similar recent paper was sur- 
veyed with this result among the 
real estate ads: 53 mentioned oil heat, 
2 gas and 5 electric. 

It’s pretty obvious that the promo- 
tional campaigns for the various fuels 
have at least made the public con- 
scious of fuels to the degree that 
they specify them among the houses 
for sale. 











cient were batted back and forth. It 
was always possible to find horrible 
examples of both gas and oilburning 
where the houses were not clean. 
Likewise with safety, where it was not 
difficult to prove that gas had caused 
damage and taken lives, denials and 
excuses reduced the effect on the pub- 
lic. Efficiency figures can be found 
which will prove nearly anything, if 
one does not look too closely at the 
source of the figures. It did not take 
long in the Portland area, after na- 
tural gas was brought in, before you 
would hear,—"Gas is more efficient 
than oil.” 

Somebody, somewhere, had made a 
laboratory test with natural gas, and 
ascertained that it could be burned at 
an efficiency of 80°, or better. That 
should have been good enough for the 
American Gas Association to distribute 
to all who were selling gas. However, 
just for good measure, an oilburner 
was found which burned oil at an ef- 
ficiency of something less than 60%. 
Whether that difference was neither 
average nor typical, did not matter. 
“Gas was far more efficient than oil.’ 
and there was proof. 

That was the final blow in Oregon. 
Those statements by gas proponents 
that gas was the “economy fuel,” 
“more economical,” “costs less,” and 
other claims, were made more often 
by inference than by direct assertion 

The OHI of Oregon decided it was 
time for action. A “Fact” campaign 
was started. Before setting up their 


program, extensive surveys had indi- 


cated that the claims regarding safety, 


cleanliness, and efficiency had not 
been of primary influence in causing 
builders to install gas, nor were they 
responsible for most of the several 
conversions to gas from oil. It was 
the economy propaganda, which was 
proving most effective. There was al- 
ways that hope that the “less cost” 
would leave more money for other 
wants. 

In an effort not to overlook any- 
thing, the OHI distributed a_ small 
single fold “Pocket Factfinder on Mod- 
ern Oil Heat”. Its convenience and 
brevity would cause it to be given con- 
sideration which would not be ex- 
tended to a longer discourse. The two 
inside pages carried the 
messages: 


following 








FACT Oil Heat is Safe. 
It does not explode (gas can at 
5% saturation). 
It does not asphyxiate (gas does 
at 14°% saturation). 
It is non-toxic. 
It does not create unhealthy tem- 
perature changes 

FACT Oil Heat is Clean. 
The combustion chamber is com- 
pletely separate from the part of 
the furnace that warms and cir- 
culates the air. 
The National Warm Air and Air 
Conditioning Assn. states “no fur- 
nace, properly installed and main- 
tained, creates dirt or grime 
Oil Heat does not cause streak- 
ing of the walls. 
(The FACT is — 95° of house- 
hold dirt is already there NO MAT- 
TER HOW THOROUGH THE HOUSE 
CLEANING! It comes from out- 
side dirt, rug linters, bed linters 
and kitchen greases. ) 

FACT Oil Heat is Efficient 
says the Association of Heating 
Engineers 
(oil and gas both 70-80°% ). 
says the University of Illinois 
(Oil and Gas both 80° ) 
says Consumers Research 
(oil 80°; gas 83.57 ) 
says Technifax 
(oil 73%; gas 69% ) 

GAS and OIL are 80% efficient 

100% 

FACT Oil Heat is ECONOMICAI 


Electricity 


it costs less. 

For any home, for any size ( based 
on established rates for gas and 
electricity, and on current oil 
prices). A gallon of oil delivers 
1.4 times more usable heat than 
a therm of gas; 32.8 times more 
usable heat than a kilowatt hour 
of electricity. 

Multiply the number of gallons 
needed for home comfort times 
the current price — then com- 

(Please turn to page 104) 
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Camera visits Terminal Dedication 
by Delhi-Taylor at Syracuse 


B USINESS FRIENDS and associates speeches of welcome were by Mayor 
gathered on September 18 at a Anthony A. Henninger, representatives 
new pipeline terminal in Syracuse, of the chamber of commerce and other 
N.Y., to help the Delhi-Taylor Oi civic bodies with response by 
Corp. get things moving with a dedica- James L. Sewell, president of Delhi. 


tion service and subsequent reception; With four large tanks the terminal can 


store 6,720,000 gallons of products, 
just half being for No. 2 fueloil. This 
is Delhi's third New York terminal, 
others being at Utica and Rochester, 
with one more planned for Bingham 
ron 

The photos show very modern oil 
handling facilities, also the entrance to 
the division office which shares a 
brand new building with an insurance 


otfice 








Faster, more efficient Deliveries 
discussed at Connecticut Clinic 


A ONE-DAY Management Clinic 
sponsored by the Connecticut 
Petroleum Association on October 10, 
explored the problems of “Faster, more 
economical retail Delivery”. 

The program was divided into a 
morning session at which delivery 
equipment was considered, followed 
by an afternoon discussion of delivery 
methods. After formal presentations by 
speakers, the entire group was split 
up into five discussion groups. This 
was done before the end of both the 
morning and afternoon sessions. Then, 
specific questions which developed 
during the discussions were asked of 
tne speakers. 

In this way, according to William F. 
Briggs, Valley Oil and chairman of 
the CPA’s Education Committee, each 
speaker's talk was reviewed in detail 
and further information sought on 
some points. 

In all the clinic impressed as a very 
sroductive session for several reasons. 

In the first place, the mere presence 
of more than 100 at the sessions high- 
lighted the importance that fueloil dis- 
tributors attach to improving their 

ethods of fueloil handling. 

Second, the speakers in their pres- 
entations reflected the intense study 
ind consideration their companies 
have given to the subject. And, while 
not all the suggestions were applicable 
to the individual problems of all fuel- 
oil distributors, the conclusion could 
not be missed that serious analysis of 
the needs of any company inevitably 
results in more efficient operation. 

Third, the free interchange of in- 
formation was most refreshing, not 
only that offered by the speakers, but 
in the frank discussion of problems 
and their solution during the informal 
proceedings in the discussion groups. 

Bill Briggs set the theme for the 
clinic when he remarked that, while 
many problems face the industry to- 
day, fueloil delivery problems most 
affect “our operations and our pocket- 


be i ks . 


are the 


“Delivery costs,’ he went on, 
largest single expense we 
have 


He also explained how his company 


had taken a searching look at its op- 
eration and listed these points as the 
places where they were able to effect 
savings: Electrofile system and elec- 
tronic office equipment; coding and 
zoning of delivery tickets; preprinted 
tickets; no customer signature; no de- 
livery slip left, instead they are mailed; 
elimination of Cop and will-call cus- 
tomers; elimination of customers in 
poor geographical locations; faster 
truck loading and larger trucks; tight- 
fill delivery system; faster pumping, 
re-pipe truck and re-pipe fills and 
vents; larger delivery hose; automatic 
price extension and fuel-use computer 
for more accurate degree-day deter- 
mination 

William 
Maurer, Renick & Mahoney, Inc., New 
York, N.Y., who discussed 


meters, hoses and reels. His principal 


Briggs then introduced 


pumps, 
point was that a balanced system is 
essential in these days of accepted and 
proven high-speed fueloil delivery. He 
emphasized that there are no bad 
pumps, but there are bad installations 
and applications, hence the necessity 
to combine the proper selection with 
the assurance that the equipemnt is 
properly applied. 

Maurer suggested the advisability of 
over-size suction lines, 3” ILD. with 
long radius sweeps, as well-worth the 
additional cost. Also, he recommended 
a 3” meter, which has a rated capa- 
city of 150 gpm, for use with pump- 
ing speeds of 100 gpm. His reasoning 
here is that the larger hose and larger 
meter are not working at capacity, the 
meter, for example works at only two- 
thirds of rated capacity and the user 
can anticipate longer life. 

Delivery hose, Maurer said, is per- 
haps the most important, yet most 
neglected component in the system. It 
acts both as a shock absorber and a 
surge suppressor and its construction 
should be oil-resistant on the inside 
and abrasion-resistant on the outside 
Its coupling shou!d be a quality item 
and properly installed. 

Finally, he recommended a_ high- 
speed delivery nozzle should include a 


slow-closing check valve and a nozzle 


swivel. And, he described the function 
of a pressure-limiting control, which 
cuts out the truck engine if safe pres- 
sures are exceeded in the delivery sys 
tem. This helps the driver, he con- 
cluded, and protects the equipment. 
Also, it saves driver time and time is 
money. 

Francis J. Schuster, Troy Oil Co., 
Indianapolis, Ind., who talked about 
buying trucks, described this as the 
greatest capital outlay a fueloil dis- 
tributor makes. He said that, in gen- 
eral, too little time is given to evaluat- 
ing this equipment before it is pur 
chased. 

From his own experience, Schuster 
reported that he has found it cheaper 
to buy a truck chassis with add-ons 
than it is to buy a chassis with stand- 
ard equipment. He said, “I don’t know 
why this is so, but I have found it to 


be true.” 


Standardize on one Make 

But, Schuster continued, “What I am 
saying is that it takes a lot of study to 
find the proper truck.” Acknowledg- 
ing that there are many makes of good 
trucks, Schuster has standardized on 
Fords. He recommends that a fueloil 
distributor standardize on one make, 
if only from the standpoint that he 
will be in a stronger position to do 
business with the local dealer; he will 
be able to afford to inventory parts. It 
will simplify maintenance procedures 
and, further, drivers become familiar 
with the one make of equipment and 
there is less trouble if they have to 
shift from one truck to another. 

In his fleet operation, Schuster has 
found that he does well with auto- 
matic transmissions and power steer- 
ing. He said, the automatic transmis- 
sions save clutches, permits him to 
use smaller engines. While gasoline 
consumption is up somewhat the au- 
tomatic transmission and the power 
steering make it easier for the driver 
He reasons, “If the driver's job is 
easier, it's reasonabe to assume he will 
be more likely to deliver more fueloil 
in a day.” 

Schuster explained some _ other 
“gimmicks”. He uses a 28-gal. gasoline 
tank on single axle trucks and a 48 
gal. rank on tandem models to enable 
them to do a full day’s work on one 
tankful. Also, on  cab-over-engine 
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After formal presentations by symposium speakers, fueloil dealers at the Connecticut 
clinic split up into informal discussion groups like this one. Afterwards the discussion 
moderators asked the speakers to clarify or amplify topics covered in their talks. 


models he moves the front bumper 6” 
out and drops the rear bumper down 
to give better protection. 

The company now is trying a 2300- 
gal. aluminum tank on its delivery 
trucks. One reason for the experi- 
ment is that Schuster’s company sells 
liquid fertilizer—they use three trucks 
for this service—and the aluminum 
tank will be tried to see if there is less 
flaking, corrosion and filter clogging 

Schuster conceded that his truck 
selection methods probably would not 
be proper or correct for everyone, but, 
he concluded, “I hope that I've made 
you think about the problem. My ex 
periences constitute just one example 
of what can be done if you sit down 
and study and analyze your needs 
You, as a fueloil distributor, have to 
decide what you need for efficient 
truck operation and fueloil delivery 
you have to do this. The truck sales 
man can help you, but he cannot select 
equipment that is best for your indi 
vidual needs”. 

During the afternoon session on 
delivery methods, E. D. Ball, Standard 
Oil Co. of Ohio, made the point that 
marketers have a continuing respon 
sibility to make sure that management 
time and effort is in correct propos 
He de 
voted most of his talk to the need for 


tion to the money involved 


better management methods, suggested 
a number of areas where study was 
needed to improve operating condi- 
tions and concluded, “You can’t make 
money in fueloil through slovenly 
management. We have found that our 
costs always rise and our profits al 
ways fall when we don’t pay enough 
attention to our management prob 
lems”. 


Roland Booma, Booma-Breed, Inc.. 
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Lynn, Mass., talked about “Effective 


He described his 


company as serving 3,600 accounts and 


delivery Methods”. 


delivering about 6 million gals, of 
fueloil each year in seven trucks of 
from 2,000 to 2,600-gal. capacity. In 
addition, Booma-Breed provides oil- 
burner service for more than 5,000 
customers 
The fueloil accounts are situated in 
an area that extends about 30 miles to 
the North and South and about 15 
miles to the East and West. Booma 
described the “best equipment” he pro- 
vides for his fueloil trucks, each of 
which ts equipped with two-way radio 
Each truck is spotted in a zone, each 
zone is divided into sub-zones and 
sub-zone into neighborhood 
This facilitates control and ef- 
lispatching 
drivers work under an incen- 
tive plan, which is based on produc- 
tion rather than time. Booma explains 
the drivers are guaranteed a union 
wage, based on a 5000-gal. day and 
then are paid 40 points per gallon for 


anything delivered over that total. 


Other refinements Booma described 


the use of advance weather 
One way these are used, he 
1, is to take care of will-call 
s in advance of any predicted 
f bad weather. The company 
will-call accounts to give at 
lays notice so that they can 
luled efficiently. Also, if a 
r owes the company money, he 
d to use a budget account for 
as he needs to take care of 


purchases and retire the 


unt owed 
a closed with the admonition 
the head of a business “has to 


keep in touch, he has to stay on top of 


every phase of his business.” 

Final speaker was Eugene E. Fusco, 
Master Fuel Oil Co., Babylon, N.Y. He 
described how his company had cut 
delivery costs, principally on the theo- 
ry that delivery refinements save mon 
ey. Most of the company’s deliveries 
are made in housing developments, 
but the basic advantages which Master 
Fuel realized would accrue in varying 
degrees to almost any distributor 

Fusco explained that five or six 
years ago his trucks were pumping 50 
gpm and a good day's work saw one of 
his trucks deliver 5000 gals. He was 
bothered by isolated run-outs, which 
became costly when it was necessary 
to pull a driver off his regular run 
Installation of two-way radios brought 
the immediate benefit of being able to 
more efficiently handle the run-outs 
There was an improvement of some 
700 gals. in each truck's output trace- 
able almost entirely to this phase of 


two-way radio operation 


Modern Methods 
Further refinements included the 
use of 134” hose, with a resultant 11 
increase in output. All delivery trucks 
and the customer’s tanks were con 
verted for faster pumping and tight fill 
deliveries. Improvement was noted in 
that deliveries under the old method 
took about 10 minutes for an average 
180 gal. drop; under the new method 
delivery time was cut to less than five 
minutes for 180 gals. and today Fusco 
reports even better performance 

He did concede that the entire sys 
tem had to be “sold” to the drivers 
He also admitted that these refine 
ments saved the company money and 
he was of the firm belief that some of 
this should go to the drivers. Conse 
quently, they now operate under a 
plan where their basic pay is based on 
a daily delivery of 7500 gals.; for 
everything over that they are paid 3 
mills per gallon. 

The over-riding impression gained 
from this session is the feeling that all 
fueloil distributors have some very 
similar problems. The same solutions 
can't be applied to all of them. Bur, 
at the same time, it’s evident that 
serious study and analysis of individual 
needs can permit the selection of prop 
er equipment and efficient methods to 


achieve greater output at less cost 


November 
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NEW MODEL C WATER CIRCULATOR 


but ged move we z THRUSH! 


DEsIGNED FOR today’s modern Hydronic 
Home... this newly designed Model C Thrush 
Water Circulator brings real quality and effi- 
ciency to the smaller and lower cost installation. 
It’s engineered for long, trouble-free service. 


























There are fewer parts so it’s easier to service. 
The patented, sturdy Thrush flexible spring 
coupling assures freedom from vibration and 
noise. Quality built Thrush products do give 
longer service, especially under adverse condi- 




















tions. The best always costs less in the long run. 





Ask your wholesaler today or write Department 





C-11 for more information. 





HEAD IN FEET OF WATER 

















Thrush Water Circulators assure H. A. T H R U S H & COMPANY 


finest performance for longer PERU, INDIANA 
es er Quality Hydronic Heating Specialties 
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Hub Oil Co., Rochester, N. Y., fuel oil 
distributor used to keep 2 spare trucks 
ready in case a breakdown tied up its 
regular vehicles. When Hub made the 
important shift to Macks, there were no 
further jobs for these emergency vehicles. 
Result—2 less trucks on the payroll. 


Cases like this underscore Mack’s 
traditional reliability and ruggedness 
. point up the fact that Mack quality 
pays off in many ways. A Mack truck is 
a quality vehicle because it’s Mack built 
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At its Rochester depot, Hub Oil Company loads some of the B Model Macks 


used on its retail runs. Customer service rates high at Hub.. 


- one reason 


Hub uses the most dependable trucks available. 


For industrial bulk deliveries and fast action in and out of congested areas, 
Hub uses Mack tankers like this B-68 Model. 


Standardized on Macks... 
Stand-by not needed 


—not just Mack assembled. Mack man- 
ufactures its own engines, Carriers, trans- 
missions, axles, cabs and other major 
components, and every major compo- 
nent is built by Mack for Mack trucks 
alone. Furthermore, fuel oil distributors 
find that Mack quality means balance- 
sheet savings in repairs, parts replace- 
ment, maintenance, fuel and downtime. 

You can be sure your customers get 
dependable service if Mack trucks do 
the job. Your Mack branch or distrib- 


utor will be glad to help you select the 
model best suited to your requirements. 
Mack Trucks, Inc., Plainfield, New 
Jersey. Mack Trucks of Canada, Ltd., 
Toronto, Ontario. 


MACK 


for over 8 straight years 


1 NO.1 


by far in sales of 
diesel trucks 


MACK 


FIRST NAME FOR 


TRUCKS 





Serviceman’s {xperiences 


with Commercial Burners 


Here are true Stories told by Servicemen during Gabfests 


by Jean L. Dupuis 


MM IMPORTANT to the commer- 
cial-industrial oilburner industry 
are the servicemen who start up and 
tune up new installations, maintain 
them, and diagnose and remedy any 
troubles which arise. Equipment man- 
ufacturers, dealers, and owners of the 
equipment must depend on these serv- 
icemen 

The best of these servicemen who 
work on commercial-industrial equip- 
ment love the work they're doing, and 
love to talk about their work. Get a 
dozen such men together at an oil- 
burner convention, or after a_ local 
servicemen’s meeting, and they'll talk 
and talk, giving vivid blow-by-blow 
accounts of unusual steps needed to 
end unusual troubles. 

During these gabfests in which well- 
educated and experienced servicemen 
take part, you are certain to hear about 
important, technical points not found 
in textbooks or installation and service 
manuals. 

In this business building near 
Huntington, out on Long Island,” one 
serviceman sounded off at a gathering 
of service experts, “a pressure burner 
five years old and firing six gallons 
an hour started acting up as cold 
weather moved in. Once a week or so, 
always on an exceptionally cold morn- 
ing, it stopped on safety. 

When I arrived and pressed the re- 
set button of the stack control, the 
burner started up perfectly. I started 
and stopped it a dozen times, and 
checked over everything that could pos- 
sibly cause the trouble, but found noth- 
ing W rong. 

“But within a week or ten days, the 
burner would be off on safety again, 
and the building would go cold.” 

Then a thought came to him, this 
serviceman went on. The boiler room 
was exceptionally hot. The burner’s 
ignition was continuous. He stopped 
in on a very cold morning, put his 
hand on the ignition transformer, 





What do the country’s top- 
rated commercial-industrial oil- 
burner designers and trouble- 
shooters talk about when they 
get together informally? Jean 
Dupuis knows, as for more than 
25 years he’s been friendly with 
the top echelon of these men 
who are responsible for the 
creative work and the advance- 
ments of the commercial-indus- 
trial oilburner industry. 

Here in an unusual technical 
article, Jean Dupuis reports on 
the small talk and the massive 
pronouncements of these burn- 
er experts, as these things come 
out after hours at a convention. 

Here are true stories, which 
include important technical 
points not found in textbooks 
or oilburner installation and 
service manuals. 











which may have been working 75° 
of the time for the preceding three 
hours or so. 

“That transformer was hot, really 
hot. I guess it may have been about 
iso. - 

Testing the spark while the trans- 
former was that hot, the serviceman 
concluded the transformer was weak 
and on the verge of causing ignition 
failure. If it became a bit hotter, it 
would cause ignition failure, he rea- 
soned. 

“It had become hotter when the 
ignition failure had occurred in the 
past,” related the serviceman. “When 
the burner had run still more time 
on still colder mornings, with the re- 
sult that the entire boiler room and the 
transformer had become still hotter. 
“Each time I had arrived and found 
the burner off on safety, the -boiler 
room and the transformer had cooled 
off. 

“Cool, this transformer gave a good, 
fat, healthy spark. Hot, it gave a weak 
spark. I proved that later, with the 
transformer in my home. Heated to 
150°F. and given current in the oven 
of my wife’s cookstove, it produced 
only a weak, sickly spark. At room tem- 
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KRAISSL SEPARATORS 
Minimize 
pressure loss 
in your 
oil lines 


The proper sepa- 
rator size in your 
fuel oil lines is of 
great importance 
in minimizing pres- 
sure loss. 
Kraiss| separators 
are designed with 
internal channels 
equal to or great- 
er than the pipe 
internal area. The 
baskets offer mini- 
mum flow resist- 
ance because of 
high straining area. In general, 
use the same size Kraiss! sepa- 
rator as the pipe line . . . single 
and duplex models, !/,” to 6”. 


You will find Kraiss! charts AA- 
1416A and 1427A — developed 
over our 30 years’ experience — 
a helpful guide to sizing your heavy 
oil lines. Write for them today. 


295 Williams Ave., 
Hackensack, N.J. 


perature of about 72°F., or especially 


after I chilled it in my refrigerator, it 
gave a powerful spark 
Asked what he did 


ble the 


to end the trou- 


serviceman replied, “Two 


things. I installed a new transformer 


at a new location farther from the 


boiler, and considerably cooler. Second, 


I had the owner of the building pro- 


vide for a suitable flow of outside air 


through the boiler room, which 
dropped the maximum temperature in 
Li3 F 


front of the boiler from about 
to 90 | 


**Hot in the Boiler Room” 
Gaston, a serviceman friend of mine 
Montreal, 


tweaking his 


who has a habit of 
thinks 
Yes, hot 


I had one case in 


when he 
Oui, 


boiler room! 


nose 


hard, chimed in, hot! 
in the 
which involved was blowing of fuses 
serving 


a polyphase motor, though the 


fuses were 30-ampere, and in starting 
the motor drew but 28 amperes 
Once in every six months, one of 
the three fuses se rving the motor would 
two years I observed that.” 
| asked. 
“Hot as hell! I 


ink maybe the fuses feeling as hot 


blow. For 


Boiler room very hot? 


Gaston exclaimed, 


as hot water helped them blow. 


f every time a motor starts its fuse 


1 


nearly is blown, then the fuse finally 


will blow after the motor starts a 


certain number of thousands of times 
That 


fuses, not for 


holds true, I think for ordinary 


time-delay fuses ... as 


in this case I ended the fuse-blowing 


trouble by replacement of ordinary 


fuses by fuses of the time-delay type.” 


If you don’t want to set a building 


] 


on fire, don’t over-fuse; don’t install a 


se of greater amperage than corres- 


ponds to the maximum amperage of 


the wire size that forms the particular 


circuit!” exclaimed one of the local 


| 


lights from Chicagi 
With all of us looking at him in sil- 
r a moment wondering about 
vehemence with which he spoke, 
lAad 


ec 


And I tell you, I speak with 
thority 

(tc this point a factory engineer who 
works at educating installation men 
and servicemen for a large manufac- 
turer of rotary-cup burners could be 
heard making a few emphatic points to 
knew 


several servicemen, whom we 








"HOT SPOT" 
PREHEATER 


FOR HEAVY OILS AND 
LIQUIDS IN BULK STORAGE 








Preheats fuel oils and other 
liquids to proper flow tem- 
perature before entering 
the suction line. 











Heats with Steam or Hot Water 

The Rempe “Hot-Spot'' does an 
efficient preheating job .. . releases 
more BTU'S from fuel oils. Special 
flow accumulator causes liquids to 
pass over heated coils. Takes the 
load off the suction pump. 
All steel shell gnd coil assembly— 
14" or 16" shell diameters—Con- 
nections furnished correct length for 
any tank diam. 


HEATING AND COOLING 


FIN COILS 


Heatin, ond Hed: 85. vat 
Double headered coils for use with 
hot water for winter heating or 
chilled water for summer cooling. 
Designed for normal or high tem- 

erature hot water systems . . . also 

fiquid refrigerants for temperatures 

as low as minus 200° F. Available 

in copper or hot galvanized steel. 
Any style... Any size 


November 





COMMERCIAL & 
: INDUSTRIAL 
oilburning 





came from the Middle West. Becoming 
aware that we were listening, the fac- 
tory engineer raised his voice for all 
the men in the room to hear. 

| was saying,” said the factory in 
structor, “that textbooks and instruc- 
tion manuals don't make clear the three 
steps of starting up a polyphase motor 
connected to a combination starting 
relay and overload protector. | mean 
starting up that includes making cer 
tain the motor is properly protected 
igainst overloads and overheating of 
its windings. The three steps are as 
important in doing normal service 
check-up work as they are for starting 
i new motor. 

First, you read the starting current 
and the running current of each wire 
giving current to the motor. 

Second, you read the motor’s label, 


make certain the running current you 


find stamped there is not exceeded by 


the motor’s actual running current, 
which you just ascertained. You make 
certain the motor is not overloaded. 

“Third and finally, you check the 
heaters in the magnetic motor starter 
and overload protector, and make cer- 
tain their amperage matches the amp- 
erage you found stamped on the mo- 
tor’s nameplate. 

Someone in the room asked how to 
read the motor’s starting current and 
running current. 

“Use a snap-on or clamp-on am- 


What else?” 


man 


meter! answered the fac 
tory 

He went on adding that it every 
polyphase motor in a commercial or 


industrial boiler room received the 
benefit of the three-step check-up he 
had described, motor winding burn- 


would be 


now are. 


outs far fewer than they 

“Electricians who install the motor 
relays and overload protectors,” he con- 
tinued, “simply don’t install in them 
the correct size overload heaters, which 
match the maximum running amper- 
age of the motors which are involved 


So check on these when you start up 
new boiler-room equipment. In making 
a thorough once-a-year check-up of any 
installation, check the overload heaters 
of every motor served by such heaters 

Beet 


eater, since he weights over 300, stood 


A serviceman everyone calls 


up and announced, “You've made a 


good point, Mr. Factory Engineer, 


which I've never seen spelled out in 
any textbook or installarion and serv 
ice manual. It’s not in the manual your 
own company puts out.” 

Beefeater declared that two-wire 
single-phase motors also should have 
good protection against overloads, over 
heating, and burned-out windings 
in the form of time-delay fuses pre- 
cisely matched to the maximum frun- 
ning amperages of the motors 

‘I test like this,” Beefeater proudly 
explained. “A single-phase motor draw 
ing 2.6 amperes according to my snap- 


? 


on ammeter is protected by a 3.2 amp 


ere time-delay fuse. I wire a light-bulb 


socket in parallel with the motor 


terminals, and try a 5O-watt, 75-watt, 


and 100-wart light bulb in the socket 
it increases the 


amperes passing 





SAFETY AIRFLOW 


AND 


PRESSURE SWITCHES 
World Leader for Dependability 


“D” Series Switch shuts 
off fuel if drop in fluid 


or gas pressure Occurs. 


No. 4 OIL 


BURNER 
by 
ELECTROL 
fully 


automatic 


“114” Series Switch 


: : ELECTROL HO Series Oil Burners are designed specifically 
shuts off fuel if blower fails. 


to burn No. 4 fuel oil and feature: 


R @ No moving arms and rods, special pumps, or heaters 
Thousands sold. Factory Mutual and Underwriters 


Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


® Famous Electrol Cut-off Valve prevents after-drip 
Hot oil at nozzle on every burner start 


Standard stock items—heater, controls, valves, noz 


zles, pump, etc 


FREE CIRCULAR — @ Three models, 2 to 20 gph 


and... the finest and most complete line of #2 oil 
burning equipment including warm air furnaces, boilers 
and water heaters, from .75 to 24 gph. 


Dewey Gas Furnace Co. 
102 E. Baltimore e¢ Detroit 2, Michigan 


PROTECTION FOR: Oi! Burners —Industrial 


Ovens and Boilers—Power Gas Burners 


Write for ‘HO, No. 4 Burner”’ literature, or on any 
oil burner problem 
ELECTROL BURNER MANUFACTURING CO., INC. 
RUTHERFORD, NEW JERSEY 
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VULCAN 
PREHEATERS 


The new PLH series of Vulean 
Immersion Heating Elements are 
especially designed for heavy fuel 
oil burner installations. They may 
be used either as a return line 
heater or for installation in series 
with Steam Heat Exchanger to 
provide standby service. 

Vulcan Immersion Elements 
incorporate a built-in thermostat 
with control knob and dial on out- 
side of junction box. Thermostat 
may be set below normal tempera- 
ture of oil provided by steam heater 
so that Vulcan heater will cut in 
when temperature is not main- 
tained by steam heater or when no 
steam is available. 2” or 214” NPT 
screw bushings make them readily 
adaptable to existing piping 
systems. 

Write for Fuel Oil Catalog VO-700. 








VULCAN ELECTRIC COMPANY, Danvers, Mass. 














COMMERCIAL & 
INDUSTRIAL 
oilburning 





through the time-delay fuse. Using 
common sense and blowing one fuse 
in this way, you check to make certain 
you're using a time-delay fuse of the 
proper amperage for the motor. Use 
your ammeter, of course, while you do 
this checking. 

That’s an idea never found in a 
textbook or instruction manual,’ he 
added with great satisfaction 

I blow a 20¢ Fustat or Fusetron 

way, like for fun, and my boss 
finds out, he fires me,” called out 
Beany, the Beatnik serviceman who al- 
ways talks about servicing oilburners in 
Greenwich Village where he says, 
the oilburners are the craziest 

Like for fun I do that too, already 

fired,” agreed Gascon 

Is he from Montreal or from Brook 

somebody asked 

Hey, Jean Dupuis from FUELOIL & 

HEAT!” shouted a man from across 

ae 

Earlier tonight you preached that a 
burner using No. 6 oil and having an 

ral oil pump should not be given 

1 oil when it’s being started while 
its | viler is cold You said that, for 

thing, automatic electric oil pre 

near the burner and in its 
n line could give warm oil to the 
boiler, and an indi- 

heater connected to the 

You warned against 

irish mistake of in- 

suction-line, electric, oil pre- 
have practically 

friend was 

just such 


years now. 


FUELOIL & 
O1L HEAT 

Well, I got < riving cold start 

like you described, and its 

g rate is 100 gph, while its pump- 

te is 150 gph. What's suitable 


city for the electric oil-heating 


equipment I should install in the suc- 
tion line of this burner?” 

I told my shouting friend that I'd 
plan on a suction-line temperature rise, 
through the new, suction-line oil-heat- 
ing arrangement, of 50°F for the 150 
gph pumping rate. That would heat the 
oil from 70°F. boiler-room tempera- 
ture to 120°F. Handling oil at 120°F 
I pointed out, the burner's oil pump 
went grunt and groan, won't be dam- 
aged. Of course, the cup-line electric 
oil preheater that’s on any burner for 
No. 6 oil, I said, will provide additional 
temperature rise (above the 120°F 
for the oil on its way to the burner’s 
atomizing cup 

“To raise the temperature of 150 
gph of No. 6 oil from 70° F. to 120 F.,” 
I said, “install 12 kilowatt capacity of 
electric preheaters. Don’t install one, 
large, electric preheater. Install perhaps 
three units, total capacity 12 kilowatts 
They don’t have to be of the same size 
Two could be of 5 kilowatt capacity, 
and one could be 2 kilowatt 

‘Try to balance the load of all the 
electric oil preheaters, including the 
one already on the burner, on the three 
electric feed lines that come into the 
boiler room.” 

An important Point 

The oilburner factory engineer who 
works at instructing burner installers 
and servicemen was on his feet again. 

“Jean Dupuis is making an import 
ant point that’s not found in any in 
stallation and service manual,” the fac 
tory engineer was saying, “not even in 
the manual my Own Company puts out 

“The point is: Never should any oil 
pump have to handle No. 6 oil that’s 
unheated, that’s at room temperature 
of about 70°F. The No. 6 oil that goes 
into any oil pump should be heated to 
a minimum temperature of about 120 
Fahrenheit. 

“No oilburner installation should be 
laid out so that when a burner must 
be started while its boiler is cold, un 
heated No. 6 oil must go into a burner 
or into an independent belt-drive or 
worm-drive pump-set 

“Thank you for agreeing, my finger 
wagging friend,” I told him. 

"You should try some finger wag- 
ging yourself,” he replied, “otherwise 
you'll never know how good it feels 


and how effective it is.’ 
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i] RST FOR FUEL OIL DEALERS 


kK] RS with modern, high-speed loading facilities. 


kK] RS with successful sales promotion materials. 


eeseeeeove see eeeeseeeeeeeeeeeoeeeceeeeeeeeee ee eee 


kK] R . with a magazine devoted entirely to your needs. 


K| RS with a management manual for profitable business operations. 


kK] R ‘ with trained representatives who help you with your problems. 


seeeecoaoee oe eo eee eevee seeoeeeeeeeeeseeeeeeeee0e20200868080808 


Count On Coastal’s Continued Leadership 


To Help You Be First In Your Community 


COASTAL OIL COMPANY 


Executive Offices 
744 Broad St., Newark 2, N. J. 





Industry Groups 


(Begins on page 30) 


Indianapolis OHI sponsors 
serviceman s Program 
A PROGRAM BASED on a specially pro- 
duced film story and a panel discus- 
sion was presented by the Oil Heat 
Institute of Indianapolis (Ind.) at a 
meeting of the Heating and Air Con- 
ditioning Association of Indianapolis. 
Designed specifically for heating 
servicemen, the discussion centered on 
those mechanical 


qualities, beyond 


know-how, which are necessary if cus- 


tomer satisfaction is to be achieved. 


Panel members included Edgar Joseph, 


Francis Schuster, Randy McClure and 


C. M. Sinclair. 


Engineering Societies 
move to new Quarters 
NINETEEN ENGINEERING organiza- 
tions will occupy the new $12 million 
United Engineering Center on United 
Nations Plaza in New York City. 
Among the 19 Associations moving 


into the center are the American In- 


CUT servicing time and 
ELIMINATE expensive call-backs 


YOUR 


PROTECTION 


Hydro va/ve 
5 


with the exclusive Neoprene Binder can- 
not be affected by modern detergent 
fuel oils — end customer complaints 
of leaking gaskets, thus eliminate ex- 
pensive call-backs. 


They are designed and made to exceed 
original equipment specifications .. . 
accurately cut to master gauges... 
free from hanging shreads that cause 
annoying nozzle clogging. 


Hydrovalve’s Gaskets are packed for 
your convenience in the “‘50-PAK” box 
or ‘‘12-PAK” envelope. 


Hydrovalve 


i¥ae 1S ie & 


are a successful combination of high 
grade anti-corrosive 90 x 100 Monel 
mesh wire, plus precision stampings 
and quality wire springs. 


Specifically designed for replacement 
use, that will stand up under the tough- 
est possible conditions. 


Torn and corroded strainers cannot 
trap and hold harmful fuel oil sedi- 
ments, which will clog pumps and noz- 
zles causing premature wear and costly 
service Calls 


To insure your reputation and customer 
satisfaction, replace all doubtful strain- 
ers with long-life Hydrovalve strainers. 


Individually boxed for added protection. 


Your friendly jobber stocks HYDROVALVE Replacement Parts. ... ask 
him for catalog 260 showing our complete line, or write direct — 


ydrovalve Co., Inc. 


1319 UTICA AVENUE, BROOKLYN 3, N.Y. 


NA 9-1234 


stitute of Mining, Metallurgical and 
Petroleum Engineers and the Ameri- 
can Society of Heating, Refrigerating 
and Air-Conditioning Engineers. 


Maine Association holds 
fall oil heat Conference 

A ROUND-TABLE work session was held 
by the Maine Oil & Heating Equip- 
ment Dealers Association on Novem- 
ber 1 at the Lafayette Hotel in Port- 
land. 

Among the topics covered were re- 
cruiting and training servicemen, de- 
gree day systems for the small oil heat 
dealer, collecting accounts receivable, 
and soliciting new accounts. 


Miller foresees oilheat 
Growth during 1962 
W. H. MILLER, marketing vice presi- 
dent for American Oil, Chicago, spoke 
recently before the Chicago Jobbers 
Association and said that he felt there 
was ample cause for reasonable op- 
timism for the petroleum industry. 
He pointed out that there will be 
1.4 million new housing starts in 
1962 representing 1.4 million prime 
prospects for oil heat “if only we'll 


do an intelligent merchandising job.” 


Northern New York Group 
holds yearly Meeting 

THE YEARLY MEETING of the Modern 
Oil Heat Institute of Northern New 
York, Gouverneur, New York, was 
held October 5, at the Edgewood Ho- 
tel, Alexandria Bay, N.Y. 

Glenn Werly, president of Nation- 
al Oil Fuel Institute, New York, N.Y., 
was principal speaker at the meeting 
which also featured an exhibition of 
the latest in oil burning equipment 


Home Builders planning 
December Convention 
THE EIGHTEENTH annual National 
of Home Builders Con- 
vention-Exposition will be held at Mc- 
Cormick Place, Chicago, December 3 
through 7. 


Association 


An association spokesman reports 
that more than 550 manufacturers will 
have exhibit space and that a record 
attendance of more than 36,000 peo- 
ple is expected. 
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RCA © Line 2-Way Radio... 


Crashes the Interference Barrier! 
Knocks Down Costs! 
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Here’s new Efficiency in mobile communications— 
RCA’s new “E” Line—a quality 450 MC 2-way 
radio that screens out co-channel interference, skip 
signals and ignition noise, yet keeps costs down to 
a minimum! 

This is the finest UHF 2-way radio ever offered by 
RCA...and at the lowest price! Combined control 
head, speaker and power supply unit mounts in less 


Rca The Most Trusted Name 
— in Radio 
wy, 


RADIO CORPORATION OF AMERICA 


LINE 


than 7” space to completely eliminate under-dash 
clutter. Transistor powered, the 

to install, and operate, 6 or 12 volt power supply, 
interchangeable, without wire changes or soldering. 


Now, the money-making, time-saving advantages 
of 2-way radio are available for every business! 
Your choice of lease or purchase plans. Send cou- 


pon for complete information. 


RADIO CORPORATION OF AMERICA 
Telecommunication Center, Dept. B-252 
Meadow Lands, Pa. 


] Please send literature on the new RCA 
“E-Line” 2-Way Radio for 450 mc band. 


[|] Have Communications Specialist call. 


NAME 








TYPE OF BUSINESS. 





ADDRESS. 





CITY. 








... Industry Groups 

East Carolina Council ne % D 
sponsors Pep Rally ra | . el EPEND 
NEARLY 100 members of the East c-> « 2 

Carolina Oil Heat Council attended a 

Pep Rally in Goldsboro, N.C. on 

September 26. Boyd Spence and Frank 

Daniels of Raleigh's News & Observer 

discussed the Council's advertising 


_ 


a 
ABILI) >. 


Also on the program was Tom Ellis, 
executive vice president of Tidewater 
Oil Heat Association of Norfolk, Va., 
Vic Smith, managing director, and 
Bill Hooks, president, arranged the 
affair. 


Officers elected to serve the Oil Dealers 
Assn., of R.I. for the current year are 
from left to right: Joseph Hartley, secre- 
tary; Anthony Viti, treasurer; Frank Gal- 
ego, president; Larry Octeau, vice presi- 
dent; and Anthony Lisi, second vice 


president. 
Wn: OMT Brophy to head NOFI 


Exposition Committee 
APPOINTMENT of an 18 man NOFI 





Exposition Committee to aid in the 
planning of the 24th National Oil 
Heat and Air Conditioning Exposi 
tion, to be held in Chicago April 9th 
through 12th, has been announced by 


YO U G ET MO oy - T 4 A Py the National Oil Fuel Institute, New 


isch York. Chairman of the committee is 

Frank R. Brophy, advertising and sales 

vi EAT I Py G O i W i T + A promotion manager, Burnham Corp., 
Irvington, New York 

gs The 1962 Exposition, tht first spon 

INC. OI FRA | CH { S a sored by Nori, will combine the an- 

nual show and convention formerly 


When you take on a Sinclair Heating Oil franchise, you get held by the Oil Heat Institute of 


more than just a fine product to sell. You get the advantages of 
top reputation, responsibility, integrity and good service. 


America and the Promotional Con 
ference of the National  Fueloil 
Council. 

Sinclair Heating Oil is one of America’s best-known, best- 

selling heating oils—so different it’s patented. Weekend Meeting held 


Constant research helps keep Sinclair Heating Oil ahead of by OHI of Oregon 
competition. THE OIL HEAT INSTITUTE of Oregon, 
i ; Portland, Ore., sponsored a weekend 
A specialized training program creates new business. meeting at the Village Green, Cottage 
You’re assured a steady supply of heating oil—thanks to huge Grove, Ore., September 29 and 30, 
storage facilities. for members and guests 

Activities included golf and a danc« 
It will pay you to investigate the many advantages of handling 
Sinclair Heating Oil. Write: Sinclair Refining Company, 600 
Fifth Avenue, New York 20, N. Y. 


as well as business sessions 


Annual Golf Outing held 
at Sinclair We CARE...ABOUT YOU...ABOUT YOUR BUSINESS by Airconditioning men 


THE SHEET METAL AND AIR Condi- 
Sinclair ) 


HEATING tioning Contractors Assn. of New 
INC. Osi Ol England Inc., Boston, Mass., held their 


annual outing at the South Shore 


* 2 
Heating Oil SuperMiame Country Club, Hingham, Mass. 
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BETTER NOZZLES MAKE BETTER FIRES! 


(IT’S AS SIMPLE AS THAT) 


And Delavan makes better nozzles. 
To prove this, take a Delavan noz- 
zle apart and take a close look at it. 


Look at its orifice! Delavan’s orifice 
(1) is in a separate piece which is 
pressure inserted into the nozzle 
body. This allows the orifice insert 
to be separately and precisely man- 
ufactured. And the accuracy of this 
piece is imperative since it helps 
form the spray angle. 


Canadian Representative: Ontor Ltd., 12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


Look at its distributor! Since Del- 
avan’s distributor (2) is a separate 
part it is free to move in the screw 
pin. This means it aligns itself per- 
fectly when tightened up against 
the orifice insert. This accurate 
method of aligning the internal 
parts of your nozzle helps produce 
the “better” fire you can expect 
from Delavan. 


Look at its filter! Delavan’s dome- 


shaped sintered filter (3) is the 
same thickness all over to provide 
more uniform filtering. This helps 
it live longer, too. 


The advantages of Delavan nozzles 
will be even more evident when you 
compare them with other nozzles. 
And only Delavan tests each of its 
nozzles to assure their performance. 
That’s why more servicemen insist 
on Delavan every day. 


a lanufacti u A G omgpany 


WEST DES MOINES, IOWA 





Edward E. Del Monico has been 


named manager of the newly formed 


been assigned to the product develop 
ment department, Theodore W. Spong 
St. Louis region, while Glenn R. Moss has been named technical writer in 


has been appointed manager of the 


MANUFACTURERS: 
Yes ahah alt; 


the Delco advertising department and 


hicago region and Richard H. Gau- E. F. Taylor will have charge of the 


dicn will head the Rochester region 


4 


\lso named to new positions in the 


cooperative advertising section 


GM Delco Appliance 
expands sales Force 


A SERIES of organization changes and Riddell, 


mpany are Richard R. Edelen, mar Hartol Petroleum Corp 


 €: ) d L 
Raymon moves to New 


research manager; : 
Jersey 
advertising media and pro - 


THE HARTOL PETROLEUM CORP., now 


additions to the GM Delco sales force, luction manager; Norman Secrest, 


' ales vision of T ) . 
manager of the Dallas, Tex.. zone. sales division of Tenneco Oil Co.. has 


Delco Appliance Division of General zon 
Rochester, N.Y.., 


been announced. Houston, Tex 


moved its offices to 220 Scuth Harri 
, East Orange, N.J., from 630 
York City. 


Hartol is the division through which 


Motors Corp., have and Curtis F. Scott, zone manager for 


son St 


James F Proud has 


Fifth Avenue in New 


GREATER SPEED, FOR GREATER PROFIT, 


THROUGH THE SC UJ], YSYSTEM 


Every unit of the SCULLY System has been 
built to combine maximum speed and efficiency 
in every fuel oil delivery. And even more im- 
portant, each unit has been engineered as part 
of a complete and dependable system, the 
only delivery system available. SCULLY 
products bring you the extra profits that come 
with the world’s fastest fuel oil delivery WAYNE FURNACE and Boiler Division 
equipment of Wayne Home 


Inc., Fort Wayne, Ind., 


Tenneco Oil conducts wholesale mar 
keting of refined petroleum products 


along the northeastern Atlantic Sea 


board. Tenneco Oil, with headquarters 
in Houston, is the producing, refining 
and marketing arm of Tennessee Gas 


Transmission Co. 


Wayne Sells Furnace 
and Boiler Division 


Equipment Co., 


has been sold 
VENTALARM nal.The original whistling tank 
fill signal. May ive million now in use. Available 
for old and new tank installation 

. VENTALARM ® Gauge-Money-saving 2-in-1 combina 
tion for new burner installations. One single unit 
combining the original yENTALARM with a 
Tank Gauge. 
Deep filling with ScuLLy eliminates foam 
ing, making it possible to stop cut-off of the 
whistle by rising foam. This feature enables fill- 
ing to the properlevel and increasing the average 
as much as 50 gallons. 


SCULLY ® Safety Vent Cap, An improved cap for 1 1 sold to 


to Modern Comfort, Inc., also of Fort 
Wayne. Officials of both corporations 
stated that marketing of the division's 
line can now be better accomplished 


Goods of their own manufacture re 





tained by Wayne include water systems 


and softeners marketed through trade 








channels and pumps and oil burners 





manufacture rs. of original 


and 1%” vent pipes that amplifies yeNyy 
Signa| sound. Provides 50% more venting area 
than 1.D. of pipe. 


UNIFIL © System The tight connection delivery 
system that pays for itself and returns a profit 
in the first year. Over ten exclusive features 


SCULLY® Com Nozzle. A single rugged unit that 


" has revolutionized nozzle design: lighter, faster 


SCULLY 2202. 


easier to repair, and with minimum hydraulic 
shock. 

VENTAFIL «The portable combined fill, vent and 
signal for underground tanks. Built for fast pump 
ing speeds without blowbacks. Light and rugged 
Combination SCULMA The only 
combination that provides absolute tlow control 
and pressure-limiting control. 

See for yourself why after 25 years, is 
still the industry's leader, Call NOrmandy 5-3900 
for more information about any Y products 
—and the unique scyiyy System. 


1 7 


MELROSE 76, MASSACHUSETTS 


IN CANADA: 


a 1961 


E. S. Gallagher Sales, Lid. 10 Hafis Rd. Toront 


ScU LLY LLY Signal Company 


82 


Ont 
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equipment as components of their na 


tional brand products 


Executive appointments 


Bell & Gossett 


BELL & GOSSETT CO 


made by 


Morton Grove, 
Ill., has announced four appointments 
in the firm’s Hydro-Flo Division. Her 
bert Miesfeldt has been named sales 
coordinator, responsible for adminis- 
trative matters relating to products, 
pricing and order handling, and James 
Jordan has been appointed field sales 
manager in the Centrifugal Pump De- 
partment 

Other appointments include James 
Rippel to assistant products manager, 
Hydronic Accessories Department, and 
Robert Anderson to the same post in 
the Centrifugal Pump Department 

(Please turn to page 98) 
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NEW Loncer, TROUBLE-FREE OPERATION 
NEW EASE OF CLEANING AND MAINTENANCE 
NEW sMALLER, MORE CONVENIENT SIZE 


NEW @ OILIFTER 


OIL PUMP FOR OIL BURNING EQUIPMENT 


MODEL NO. 2521 
SS — This completely new CC Oilifter combines out- 
i standing new performance features with a new 
low price. Ideal for both vaporizing and rotary 
type oil burners; conversion oil burners; space 
heaters; ranges and water heaters. Contact 
your wholesaler or write c/o the address below. 





check these NEW features 


at EXTRA QUIET electric motor operates continuously. 
22-watt rating. No arcing, so absolutely no radio 
or TV interference. Capacity: % gal. per hour at 
20 ft. lift. 


NYLON GEARS AND OVER-TRAVEL MECHANISM 
give long life, smooth operation. 


_-—~ SELF-LUBRICATING — All moving parts — except 
the 2 valves — operate in a special lubricating oil 
which never has to be changed and must be checked 
only once a year. 


_———" LONG-LASTING DIAPHRAGM is made of Buna “'N” 
— a nylon base fabric with Buna ‘‘N'’ impregnation 
— assures many seasons of trouble-free operation. 


STRAINER 
ONCE-A-YEAR SERV- 


ICING can easily be 
done by the owner 
himself. Lubricating 
g . oil comes ina special 
FUEL Olt ; ‘ CC spout-can. To fill, 
simply unscrew cap at 


EASY TO CLEAN — Besides top and fill to the 
once-a-year lubrication, the only level of the plug hole 
servicing mecessory is cleaning 

the valves and the strainer on front. 

Valves can be removed ond 

cleaned by removing one screw 

as shown. Valves are identical 

so they cannot be mixed up 

Strainer is removed simply by 

unscrewing a cop 


LUBRICATING 
Oil 





Cuealivt. Contiot. Sor inate 


CONTROLS COMPANY OF AMERICA 
HEATING AND AIR CONDITIONING DIVISION 


2458 N. 32nd Street, Milwaukee 10, Wisconsin «© Cooksville, Ontario «* Zug, Switzerland 





“QUIET AUTOMATIC 


SUSPENDED 


FURNACES 
7 NEW SIZES 





to 
335,000 B.1.u. 


CAPACITIES 
Right or Left Air Flow 


PLUS 3 LARGER SIZES 


224,000 B.T.U. 
350,000 B.T.U. 
450,000 B.T.U. 


All Furnaces Equipped 
w/Minneapolis Controls and 


QUIET AUTOMATIC OIL BURNER 


It pays fo buy a 
Quality - oil furnace 





QUIET AUTOMATIC BURNER CORP. 


MANUFACTURING ENGINEERS 


NEWARK, 4, N.J. 


FACTORY - MONTCLAIR, N. J. 


Warehouses and Shipping Points 


BALTIMORE co BOSTON 
CHARLOTTE, N. C @ CHICAGO, ILL. 


PRODUCTS 


Steinen Type ‘Q” oilburner Nozzle 

introduced as general purpose Type 

STEINEN’S Type “Q” is a general purpose oilburner nozzle 

manufactured in sizes from .50 to 3.00 gph. The nozzles 
have a distincitive spray pattern and 
are used where standard hollow or 
solid cone nozzles do not work well 
Type “Q” nozzles are recommended 
for combustion problems caused by 
noise and pulsation. 


Steinen now makes nozzles in five 
different types, each of which produces 
a different spray pattern. All Steinen 
nozzles are made from heat and wear 
resistant stainless steel, polished to a “mirror finish” for 
maximum heat reflection. 
Made by: Wm. Steinen Mfg. Co. Heating Div., 
Bruen St., Newark, N.J. 


Bock Series 90 water Heaters 
fired with pressure Oilburners 
GUN-TYPE OILBURNERS using No. 2 oil fire the six sizes 
in the Bock Series 90 water heater line. The units have 
storage Capacities ranging from 32 to 90 gals., with 120 to 
360 gph recovery, respectively. All models have glass-lined 
tanks and use Bock’s Turboflue high capacity heat ex- 
changer, wherein all heating surfaces are backed with water. 
[he three larger heaters also may be used as boosters in 
connection with an auxiliary storage tank. All are designed 
to stand continuous operation; all are supplied with two 
agnesium rods. The tank may be replaced without dis- 
turbing the combustion chamber. 
Made by: Bock Corp., 110 8. Dickinson, Madison 4 Wis 


Stewart-Hall Chemical’s Strip-All 
is new liquid metals parts Cleaner 
STRIP-ALL has been developed by Stewart-Hall to remove 
carbon, sludge, varnish, paint, tar and other encrustations 
from metal parts. It is non-inflammable and non-explosive 
Kits, consisting of the cleaner and an immersion basket, 
are available in quart, 1'%2-gal. and 6-gal. sizes; Strip-All 
refills are packaged in quart, gallon, 5-gal. cans and drums 
Made by: Stewart-Hall Chemical Corp., 222 Washington 
Mt. Vernon, N.Y 
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Combustion of 
Fueloil 


Industrial 
Oil Burners 


Electric Control 
Systems 


se 
Ignition Methods 
a 


Service and 
Maintenance 
. 


Draft © Combustion 
Control 





> 


ORDER YOUR 
COPIES NOW 


ONLY 


$6.00 ea. 


Plus 25¢ for postage 
and handling 
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NOW AVAILABLE 


The NEW REVISED EDITION of 


OIL 
TAR BURNERS 


By Kalman Steiner 





OIL 
BURNERS This NEW THIRD FDI- 


TION gives an exhaustive 

and comprehensive treat- 
KALMAN STEINER A 
ment to the subject of oil 
heating. It covers fuel oil, 
oil burners—domestic and 


fueloil & oil heat industrial—accessory equip- 











| wew YORK N.Y. ment; electronic control de- 
i nl vices and systems; ignition 


methods; fuel oil pumps; 
strainers and flow regulators; refractories; boilers and warm air 
furnaces; draft and combustion control; preheating; storage tanks; 
service and maintenance; and control of the heating system. There 
is additional information on commercial and industrial oil burners 
using number 4 and 5 oils, and the latest information on all new 
electronic controls. The book describes basic concepts and essential 
engineering as well as actual practice, Ideal for on the job use of 
designer installer and servicemen or as a text book for those learning 
the industry. 614” x 914” with hard cloth cover—contains many 


charts and photographs, 526 pages. ORDER NOW! 


Send your Yes, please send me 
REVISED EDITION of OIL BURNERS by Kalman Steiner 
@ $6.00 per copy. 


My Remittance of $ is enclosed. (Include 25c¢ 


order 
to 

fueloil & 

Oil heat 
West 45th St. 
New York 36, 

N. Y. 


for postage and handling.) 











...~ New Products 
Capacitor Motors standard Equipment 
on Carlin 1200 and 2000 Oilburners 


CARLIN Series 1200 and 2000 gun burners now are being 
shipped with capacitor start, induction run motors. The 
change permits elimination of the internal starting switch; 
increases torque to avoid sluggish starts; reduces electrical 
load on burner starts. 

The 1200 fan has been changed to the reinforced conic 
spoke type because of the increase in starting torque. The 
Series 2000 fans continue to have three reinforcing steel 
braces. Fans are keyed to the motor shafts, with two set 
screws in the fan hub tightened against the motor shaft key. 

Made by: The Carlin Co., Wethersfield, Conn 


Marlow Prime-Line Pumps designed 

for Use in bulk storage Plants 

PRIME-LINE, self-priming petroleum liquid pumps consist 

of 11 models with suction sizes from 3” to 6’, designed 
for use in bulk 
storage plants 
[The pumps are 
powered by long 
or  close-coupled 
electric motors 


and-- have capa- 


cities from 100 to more than 1200 gpm. The pumps are 


i 


described as well adapted for pumping from transports or 


trailers or loading tank trucks from above or below ground 
storage. 

Servicing is simplified since it is possible to change the 
shaft seal, impeller or diffuser without disconnecting the 
piping; Marlow standardization also makes many parts 
interchangeable. 

Made by: Marlow Pumps, Box 200, Midland Park, N.] 
Standard Flashlight can be used 
as an electrical circuit Tester 
A STANDARD FLASHLIGHT has been announced which con- 
verts into an electrical circuit tester by plugging in a cord 

and connecting 
two clips to the 
circuit being 
tested. If the 
flashlight lights, 
the circuit is all 
right; if it does 
not light, the cir- 
cuit is deficient 


7 


er is in the flashlight’s aluminum tailpiece; a 30” test cord 


The circuit test- 


with a pair of clips plugs into it. The black case is plastic 
and the lens and head are of clear transparent plastic. Price 
is $3.75, postpaid, less batteries 
Made by: A. V. Olson Mfg. Co., 1608 Hollywood Way, 
b, Calif. 


Kec Micro 


FUEL OIL FILTERS 


KLEMM FUEL OIL FILTERS never stay long on your 
shelves. Good design and performance, attractive packaging 
and prices make them sure-fire best sellers . 


the kind that puts profit in your pocket. 
Always stock KLEMM... 


SEND FOR 
complete literature and 
prices. Do it today. 


EXPORT we... Co., Inc., New York 4 CANADA: 


// PK-150 
. they sell! re 


FF-430G 


ons nce 


KLEMM PRODUCTS 


Division of 


KLEMM AUTOMOTIVE PRODUCTS COMPANY 


North Damen Avenue « Chicago 47, Illinois 
, Ltd., Toronto 
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Mr. Fuel Oil Dealer: SELL THE HOT WATER GENERATOR 
WITH THE BURNER THAT KEEPS CUSTOMERS 
SOLD ON YOU AND OIL HEATING 


the hot water generator WITH THE BURNER 
THAT METERS THE OIL BY DISPLACEMENT 
and maintains a constant fuel-air ratio. 


The positive displacement meter does not depend upon the nozzle 
for sizing and will deliver exactly the fixed amount of oil, regardless 
of viscosity, year after year. 


the hot water generator WITH THE BURNER 
HAVING THE 10 YEAR GUARANTEED 
NON-CLOG NOZZLE. 


The exclusive Winkler LP Nozzle does not become clogged because 
of dirt, condensation, or carbon caused by reflected heat, thereby 
ending nozzle service calls. ..eliminates the need for nozzle over-siz- 
ing with the ensuing penalty of incomplete, soot-forming combustion. 


the hot water generator WITH THE BURNER 
THAT PRE-MIXES AIR AND OIL and delivers it 
to the combustion chamber in a fine burnable mist. 


The exact amount of primary air mixed with the oil assures com- 
plete combustion and elimination of soot. 


the hot water generator WITH THE BURNER 
THAT WILL GIVE YOUR CUSTOMERS 
ALL OF THESE HOT WATER DEMANDS 
SIMULTANEOUSLY. 


Bathing Clothes Washing Shaving Dishwashing Showers 


ACT Our District Sales Manager in your area is available to show you ai// of the plus 
selling features of this outstanding product and how it can help your fuel oil busi- 


| ness. Write Sales Department, STEWART-WARNER Heating and Air Conditioning 
* OW 4 Division, Dept. H-111, Lebanon, Indiana. 


% Winkler Low Pressure . 
Oil Burner ) UU) - 
Excellence] ndiat 


HEATING & AIR CONDITIONING DIVISION, Lebanon, Indiana 





...» New Products 





Talki t ' Delavan oilburner nozzle Changer 
caning 70 customers features reshaped and longer Handles 


about firebox installation? 


RESHAPED and longer handles are features of the improved 








oilburner nozzle changer introduced by Delavan. This 





serviceman’s tool 
has been sub- 
jected to prelim- 


inary destructive 


_—. 
— 
~_ 


Point out 
that 


tests which indi- 


cate the handles 

will withstand 
torque up to 750 
inch Ibs. 

The new changers will handle both 34” and 11/16” 
adapters and are now being shipped from the factory to 
Delavan jobbers. 

lade by: Delavan Mfg. Co., Heating Division, 811 


Fourth St.. West Des Motne s, lowa. 


Dodge Truck Line for 1962 features 
compact delivery Unit and Styling 


also means 
savings 


COMPACT, half-ton delivery unit and contemporary styling 
feature the Dodge 1962 truck line, which emphasizes in- 


creased driver comfort and handling ease, improved oper- 





ating economy, greater vehicle reliability and durability. 
The half-ton delivery unit is a forward-control unit, pro- 


viding good maneuverability and a short turning radius. 


vel Bills 


Here’s a “dollar-and-sense” sales story on firebox in- 
stallation that will help your customers save 15-25% 
in fuel bills. That’s how much B&W Insulating Fire- 
brick, the lightest insulating firebrick made, can cut 
fuel bills each year. 


The reason? B&W IFB have millions of tiny air 
cells that impede the flow of heat. As a result, these 
brick come up to operating temperature faster. Heat 
is held inside the combustion chamber. That means 
lower fuel bills, more complete combustion, clean 
and odorless heat. 


Increase your sales and profits by telling your cus- 
tomers the benefits of B&W fireboxes. 
It’s an effective way to build your 
reputation in a community. 


A Valuable Guide 
for Every Installer 


Send today for this Handbook! 


Baw FIRER 
0 
HANDBOOK 


THE BABCOCK & WILCOX CO. 
Refractories Division 
Works: Augusta, Ga. 
General Offices: 161 East 42nd St., New York 17, N. Y. 


... PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE CO2 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
CO2 without objectionable smoke .. . do away 
with guesswork, and “hit and miss” fumbling 
in adjusting for clean firing. The “Scale of 
Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


Fer complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 
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VEW from General Controls —a LuXray primary that fits any 

ftandard 4’ x 4" outlet box! The General Controls LuXray system requires no 
special mounting brackets for installation. The control fits all standard 4-inch square outlet 
boxes and offers these advantages: - Self-contained control with wrap-around steel cover 
leaves outlet box free for wiring. - Clear plastic shield protects control for coverless mount- 
ing application. « Constant ignition —low or line voltage models, intermittent ignition — 
low voltage model only. - All-metal hinge available. . Fully stocked local warehouses will 
give your order prompt attention and 44 Factory Branch Offices offer field service on 
request. Look for your nearest General Controls Factory Branch Office or Authorized 
Wholesaler in the Yellow Pages of your local directory. 


GENERAL CONTROLS 


Automatic Controls for Product or Process 

Giendale, Calif.» Skokie, Ill.» Guelph, Ontario, Canada 
Nine Plants — 44 Factory Branch Offices Serving 

The United States, Canada and Western Europe 











Here's why ( DOMY \ 
AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 
A PBRR Le oF 


Teareuane 


ACCURATE, DIRECT READING — 
oi GAUGE Red indicator and large, non- 
F fogging calibrated scale provides clear, 

visible reading from any angle. - 


pe 
W7Ve. 


HEAVY DUTY CONSTRUCTION — 
Non-leakable double wall dome 
secured to die-cast, non-corrosive zine base 
bly. Wit ds 70 ib. cir pressure 
per sq. inch. Fully guaranteed. 





FOOL-PROOF MECHANISM — 


Simplified lever-type action. 
No magnets, gears, cams or springs to 
wear out. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Triple coated with phenolic base 
Bakelite. Absorption-proof. Resists 
oils, alcohol and other chemicals. 


EASY TO INSTALL — 


Install quickly and 
easily, even in 
partially filled tanks. 


FITS ALL TANKS — 


Factory adjusted to fit all tanks 
up to 12’ deep with standard openings 
of 2‘' (Model D-2) or 12" (Model D-1'/2). 


Fastest selling in the industry, Sentry AT-A-GLANCI 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 


Brochures and Counter Displays available se 
THERMA- 





SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gauge above 
but features a solid red thermometer type indicator 
and ao two-piece die cast plug-nut assembly whict 
permits simplified tank installation 








STOVE AND SPACE 

HEATER GAUGES 

Several models with accurate 
easy-to-read indicators to fit 
all tanks. Also models for 
small tonks such as power 
mowers and outboard motors 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
at delivery fill pipe 


KRUEGER, SeaZby GAUGES 


GREEN BAY + WISCONSIN 





. New Products 
It has a maximum gross vehicle weight rating of 5,100 Ibs.; 
it is available with either of Dodge’s Inclined 6-cylinder 
engines, the 140 or 101 hp model. 

In all 11 gasoline engines, ranging from 101 to 228 hp 
are offered; there are four 6-cylinder engines and seven 
V-8 models. Also, seven Cummins diesel engines are avail- 
able, ranging from 160 to 250 hp. In all, the 1962 line has 
141 basic models, including conventional-cab, low-cab- 
forward models, forward-control chassis, 4-wheel drive and 
tandem units 

Made by: Dodge Division, Detroit 31, Mich. 


Flair-Pac is pre-wired, 
hydronic zoning Package 
FLAIR-PAC is a completely pre-wired, fully assembled hy- 
dronic zoning package. It uses a proven zone valve as a 
basic building 
block and is 
made in models 
with 2, 3, 4, 5 
or 6 zone valves, 
plus a variety of 
hydronic accesso- 
ries. An air elim- 
inator is incor- 
porated. 
Made by: Flair Mfg. Corp., 1720 Atlantic Ave., Brooklyn 
3, New York. 


Crantord New Jersey 
ESTABLISHED 
1887 


= \ ‘THE SURE CURE FOR COLD RADIATORS’ 


A Size tor 
Every Radiator. 
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Little Jack Horner 

Sat in a corner 

Looking for something real 
(good, that is) 

He put in his thumbs 

And pulled out THREE plums 


Then said, 


General Filters’ products are plums in 
the hot air heating business. They can 
renewed”’ on regular 
service calls—‘“‘pulling out plums” of 


be installed and “‘ 


Genera 


“ALL FEATURES” 
FUEL OIL FILTERS 


Performance proved over the years, 
Life-time iron and steel construction. 
Corrosion resistant plastic coating. 
Wool felt elements bonded to center 
mesh core traps dirt and moisture. 
Two sizes fit ALL plants. 


eeCeeeeeeeeeeeeeeseeeeeeeeeeere 





Genera 


“MOISTURE-MATIC” 
HUMIDIFIER 


Simple, safe, compact, automatic, it 
really “minds its own business.” Life- 
time neoprene diaphragm. No float 
to stick, clog, of rust. Corrosion-proof 
pan. Chrome-plated valve. One- 
year guarantee on parts. Installs 
in 30 minutes. 


ee eeeeeeeeeereseeeeeeeeeereeeeres 


‘‘General’s the BEST DEAL!”’ 


extra profits without increased selling 
effort or travel time. Have your service 
car supplied at all times and help your- 
self to these plums. 


“CLEAN RIGHT” 
SOOT REMOVER 


Works in every type heating plant 
—oil, wood, gas, coal. Saves up to 
25% in heating costs. Fast acting and 
safe—no flash, no flare, no intense 


Gena 


heat. Won't harm burner parts. 
Light, powdery—can be sprayed or 
“spooned”. Use on every call! 


Ask Your Jobber for these GF Products 





GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE 


NOVI, MICHIGAN 


IN CANADA: Canadian General Filters, Lid., 39 Crockford Blvd., Scarborough, Ont, 
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. New Products 


fron Fireman packaged Generator 
high and low-pressure Models 
IRON FIREMAN has introduced a 4-pass Scotch package 
generator that eliminates refractory baffles and is of wet 
; back construction 
The 400L (fired 
by gas, oil or gas 
oil) is a low pres- 
sure model with 
a rated output of 


= 5 eh 50 through 106 
FORFAST, =, -. ae 


‘ hp for 15. pst 
DEPENDABLE ‘ . hy steam or 30 psi 
; water. The 400H 
(also gas, oil, or gas-oil) is a high pressure model designed 
for 100 through 150 psig steam; rated output is 30 
through LOO hp. 


Plate 820 Fireside and waterside surfaces are easily accessible to 
Constructed of high 


grade BRONZE in 1” allow minimum 
or 144" sizes. Available 
with or without inlet with 
or outlet check valve 


maintenance. Front access doors, lined 
two inches of refractory, are hinged for ease of 
opening 
Other features are forced draft, which eliminates any 
need for a high stack or induced draft fan; positive water 
circulation; five square feet of fireside heating surface 
with each hp; all tube ends rolled and beaded; low electrical 
requirement. 
Made by: Iron Fireman Mfg. Co., 3299 W. 106th St 
eland 11, Ohi 
“FASFLO” 
NOZZLES 


The ae gg oil service 
man wi appreciate the 
McDonald “‘Fasflo” nozzle. — _ as 820 
Incorporates all the new- but constructed of light- 
est improvements that as- weight ALUMINUM 
sures effortless operation, Sizes 114° and 12", 
shock-proof opening and tapped 11/2“ on outlet 
coving and em volume end 

flow exclusive 
shock Geataiee protects 
nozzle, line, pump and 
other connecting parts. 





VAPOR-TITE £67 — WITHOUT 


FUEL Olt — DOWN TIME and with UNIT in SERVICE! 


FILL SYSTEM 
Plate 237-A Users’ Reports Tell How OYLTITE-Stik 


Features VAPOR-TITE 

fill tube, no adaptors can help you 

needed. Choice of 

aluminum or bronze "to make instant repairs on base- “y to es — ot a og 
nozzles ent storage tank a areat time tanks, created through condensation 

CUT HOME FUEL DELIVERY ee . 


saver An Illinois Contractor 
TIME 7 TO 10 MINUTES PER 4 ‘Yew York Oil Distributor 
CALL. Composition sealing 
sleeve forms vapor-tight con- % on ms of large oil tanks where 
nection, preventing overflow, weld was rot perfect." 
on gy vapor escapes. 1 Wisconsin Fuel Company 
needs only one unit. No " a k 
— fill pipe adaptors need- with Pog dager yg any he _ es “s to repair leaks in domestic tanks 
co eliminate this costly mate- and pit saed the hole with the oil inaccessible for repair by other meth- 
rial and labor expense. runniecs oot: tt tke Gand Ger teenie." ods most satisfactory.” 
A Maryland Contractor 4 Canadian Contractor 








. has done such a good job we do 
not want a service man to be with- 
out one." : , : 

4 Pennsylvania Heating Compan) 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find 


. P ° ® See your suppliers for OYLTITE-Stik or write 
Write For Oil Equipment Catalog direct on company letterhead for free sample. 


a» ¥ MEDONALD wee. 0 J" LAKE CHEMICAL CO. 


P.O. Box 508," ath . "Pine Sts. -CO- 3086 W. Carroll Ave., Chicago 12, Ill. 
DUBUQUE, IOWA , Roa ; : 
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INSTALLATION 
& SERVICE IS 


So Easy 


WITH 








HEATING 
UNITS 


HERE’S WHY: 


Shipped completely assembled 
and wired. 


Full channeled base. 
Compact design. 
Easily accessible components. 


Large blower compartment 
allows ample space to: 


¢ change filters 


e oil and service blower and 
motor 


WRITE... 
for information and name_ of nearest distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 117th STREET, CLEVELAND 11, OHIO 


2-way radio helps increase business efficiency, makes the 
most of man power, gets most out of every working day. 

Gonset FM Business Communicator provides top per- 
formance at moderate cost —for instant contact between 
office and field, for inter-unit communication, for 
expediting materials handling. 

Gonset system design makes it possible to economi- 
cally custom-tailor acommunication system to meet your 
individual requirements. 

Service and parts depots throughout the country 
service Gonset equipment to insure the high quality per- 
formance for which it was designed. 

An authorized Gonset distributor will install and 
maintain your radio communication problems. 

Get the facts now. 





@Qcons=a TT 


DIVISION OF YOUNG SPRING & WIRE CORPORATION 


COUPON: Please send me, without obligation, full information on 
the Gonset FM Business Communicator and the name of the author- 
ized Gonset distributor nearest me. 


NAME____ ———— 
OOOO 


ADDRESS _ 





CITY TSE OE 
GONSET, Dept. FH-11, 801 So. Main Street, Burbank, Calif 








.. «+ New Products 

Skuttle Cormaire Humidifier 

has electric heating Element 

SKUTTLE’S Model 900 Cormaire (correct moistened air) hu- 
hidifier uses 20 Vopoglas evaporating plates in a corrosion- 


resistant evapor- 


ating pan. Also, 


the unit has a ful- 
ly-enclosed _elec- 
tric heating ele- 
ment to provide 
controlled humid- 
ification during 
the entire heating 
season 
The heating element is placed under the evaporating pan 
providing air circulation space between the element and 
the pan. The Cormaire can be used as a Vapoglas plate 
humidifier almost 50% of the heating season, according 
to the manufacturer. As a controlled humidifier, the output 
is increased by setting the one-piece cycling switch that 
controls the electric heating element 
Made by: Skuttle Mfg. Co., Milford, Mic/ 


Smith Meters now treated with 
Armorloy solid film Lubricant 


ARMORLOY, solid film lubricant, is now standard on all 
Smith meters. Armorloy provides lubrication for all meter 


DYNATHERM 


parts and forms a tough, corrosion-resistant surface, so 
tenacious that it is described as next to impossible to 
remove without lifting a small amount of the base metal. 

The lubricant fills microscopic pores of the metal with a 
solid film of definite thickness to provide a lubricated sur- 
face which is said to remain unchanged over a wide range 
of temperatures under severe operating conditions. 

Made by: A. O. Smith Corp., Meter & Service Station 
Equipment Division, Erie, Pa. 


Lau small blower wheel Line 
is of spun construction Type 
A LINE of small Lau blower wheels is designed for air- 
moving in oilburners, as well as other applications. The 
wheels are made 
with the spun 
construction pro- 
duction technique 
and are available 
in four diameters 
and 12 = blade 
lengths. Diam- 
eters are 434”,6”, 
78” and 814”: 
blade lengths range from 2” to 434”, in one-quarter inch 
increments. 
The wheels are made of aluminum, cold rolled steel or 
zinc strip; backs are solid, pied out or coned. Standard, 


SELL 


DYNATHERM 
AND YOU 

SELL FUEL OIL 
SAVINGS 

YOUR CUSTOMER 
NEVER DREAMED 
POSSIBLE! 


DESIGNED, PERFECTED & MANUFACTURED BY 
AUTOMATIC HEAT DIVISION OF 


AVERAGE FUEL OIL 


savincs—40% CORPORATION 


BE THLE RE 


ESTABLISHED 1856 *|MPORTANT MONEY PRESERVER 


225 W. SECOND ST., BETHLEHEM, PA. 


OTHER BETHLEHEM PRODUCTS. CHEMICAL PROCESS EQUIPMENT, ENVIRONMENTAL ENGINEERING EQUIPMENT, 


CEMENT MILL MACHINERY, SPECIAL MACHINERY 


FABRICATION AND MACHINE SHOP SERVICES. 
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BALTRANIT 


VERY STABLE and will not OXIDIZE or DISINTE- 
GRATE at continuous high temperatures. 


HIGH STRENGTH insures against breakage when 
shipping chamber assembled in furnace or boiler. 


LOW THERMAL EXPANSION insures against failure 
when chamber is heated and cooled rapidly in a normal 
furnace application. 


A ONE OR TWO PIECE combustion chamber SAVES 
YOU installation labor. 


LOW THERMAL CONDUCTIVITY insures against 
heat loss through side wall and directs heat upwards 
to heat exchangers or water coils. 


POROUS SURFACE insures maximum surface combus- 
tion for increased efficiency and eliminates all traces 
of Carbon Monoxide. 


UNIQUE SHENANGO MOLDING method insures our 
engineers freedom to design complex and thin wall 
chambers of one, two or more piece construction to fit 
YOUR specific requirements. 


EXCLUSIVE — BALTRANITE combustion chambers now available for 


use in horizontal furnace installations. 


BALTRANITE chambers now being supplied with special mounting 
holes. Chamber is fastened to mounting plate with sheet metal screws. No 


additional support required. 


This development cuts labor costs, speeds installation, and saves you 


TIME and MONEY. 


At the right is a one-piece conventional refractory combustion chamber. 
You can save time TIME and MONEY with a Shenango Engineered Combus- 
tion Chamber designed and CUSTOM MADE for your furnace. Send drawings 
of sample chamber or your heat exchanger today for design recommendations 


and quotation. 


° SHENANGO REFRACTORIES 


Division of Shenango China, Inc. 
Post Office Box 120, New Castle, Pa. » Oliver 2-6661 





Wateer DUO-FUEL 
DRAFT REGULATOR 


2 Controls In 1 


Swings one way only - inward from 
closed position to regulate excessive 


draft. 








Removal of wing nut and bolt permits 
gate to swing both ways - inwardly, as 
above, and outwardly to relieve down- 
draft. 








In the Walker Duo - Fuel, the draft adjust- 

ment is suspended on a round steel bar 

across the back of the frame. Thus, whether 

used as a single-acting or double-acting 

unit, the Duo-Fuel brings new sensitivity, 

more precise regulation and new standards 
of performrnce to draft control. 





MANUFACTURING & SALES CORPORATION 


1708 PENN. ST. + ST. JOSEPH, MO. 


... « New Products 

keyway, Guardian and Lovejoy hubs are included 
Made by: Lau Blower Co., 2027 Home Ave., Dayton 

Ohio 


General Automatic has new Model 

of gun-type oil floor Furnace 

A NEW AND IMPROVED MODEL of General Automatic’s 

oilfired floor furnace has been announced. Model C-85FBC 
offers all of the 
features of the 
older model, plus 
some significant 
advances. 

The unit’s 
twin - turbine 
blowers are iso 
lated from any 
metal - to - metal 
contact with the 
radiation — shield 

Hum or vibration is prevented with a combination of a 
spring-suspension mount and a fibre-glass cushion against 
which the blower rests. Also new is the replaceable com 
bustion chamber, larger radiator section, pre-wired threc 
prong grounding-type polarized plug for hook-up and test 
following installation 

Made by: General Automatic Products Corp., 2300 Sin 


/ 
lair Lane, Baltimore 13, Mad. 


| SZ 
PORTABLE 
SOOTIWASITEER 


FURNACE CLEANER 





Easily carried — Heavy 
duty performance — 
more economical—maxi- 
mum filtration — ma- 
neuverable — New 
elastic top filter bag 
snaps on and off for 
easy cleaning 


COMES COMPLETE WITH 


@ 10’ duck covered hose 

© 27” furnace cleaning 
tool 

@10 reusable paper 
filter bags 

® Handy hose carrying 
cage 

@ Available without 
wheels 


Distributed in Canada by 
Imperial Refractories & Equipment Ltd 


Inastercra 


INDUSTRIESJINC. 


109 Lanza Avenue Garfield, New Jersey 
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Mueller Climatrol new Furnaces 
accomodate Variety of Filters 
FOR CLIMATROL’S new 119 and 219 deluxe furnace series, 
Mueller makes available a variety of air filters. In addition 
_ to the standard 
throw-away, there 
is a chemically- 
treated filter to 
destroy germs. For 
household odor 
problems, the 
company has an 
activated charcoal 
filter; with this filter another is needed to filter dust and 
dirt 
Mueller also offers two electronic air cleaners, one of 
which fits the filter rack of the 119 series; another elec- 
tronic air cleaner mounts in the return air duct. 
Made by: Mueller Climatrol, 2005 West Oklahoma Ave., 
Milwaukee 1, Wis. 


Flexible Coupling has new Series 

featuring self-holding set Screw 

A NEW SERIES announced by Flexible Coupling Mfg. Co., 

features a self-holding set screw, wherein an internally- 
formed rubber 


“girdle” encircles 


oe the screw to in- 
J hibit loosening 


due to vibration. 
These flexible 
couplings are of 
all-steel and Neo- 
prene construc- 
tion. The heavy- 
wall Neoprene body is described as radially deflectable to 
absorb and dissipate a considerable portion of motor 
vibration. 
Made by: Flexible Coupling Mfg. Co., 8145 South Dob- 
1 Ave., Chicago 19, Ill. 


A versatile packaging system for American-Standard’s Models 
L and HH Heatrim baseboard panels is designed to cut handling 
and installation time. At the far left is the completely assembled 
unit; second and third packages from the left show elements 
and enclosures in bulk, six elements or three enclosures to a 
box. The two packages at the right show enclosures and ele- 
ments, one to a box. The packaging system is intended to 
simplify stocking, order filling, handling and transportation of 
baseboard panels. 


Made by: American-Standard, Plumbing and Heating 
Div., 40 West 40th St., New York 18, N.Y. 


for half the price 
get better 
results with 


WITH OTHER UNITS THAT CLAIM 
THE SAME EVAPORATING CAPACITY 


FIVE SIZES . a correct one for every home... 
gives you engineered humidity and _ control. 
MAID-O’-MIST humidifiers put out the same 
water capacities as big, bulky, costly humidifiers. 
And you have no service headaches. All the cus- 
tomer does is clean 
and change the evap- 
orator pads once a 


year! 


For conventional or 
counter-flow warm 
air furnaces 


WRITE for information, 
prices and Free Wall Chart 
Shows right size for 

every house 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS 





Manufacturers Activities 
(Begins on page 82) 


Crescent Parts & Equipment 
moves to new Location 
CRESCENT PARTS & Equipment Co. 
has moved its main office and ware- 
house to 2100 S. 59th St. at Wilson 
Ave., in St. Louis, Mo. 

Clarence Bartling is president of the 
company, Cosmo Guidici, vice-presi 
dent, and George Guidici is general 
manager. The firm also has branches 
at 4729 Goodfellow and 540 Wimmer 


Catalog is available 
from Wm. Steinen Co. 
THE HEATING DIVISION of Wm. Stein- 
en Mfg. Co., Newark, N.J., has pub- 
lished a 20 page catalog covering their 
complete line of products, including 
nozzles, burner accessories and draft 
controls 

The catalog, free upon request to 
17 Bruen St., Newark, 


showing 


the company at 
N.J., 


construction 


contains illustrations 


and design features as 
well as technical information and spe- 


cifications. 


ultra-compact, positive-acting 


sate valve— 








@ Saves weight and space on your truck 

@ Will not “rattle” open 

@ Features split wedge gate for tight closure 
@ Right or left-hand operation 


Open or closed, the gate of this new 


Philadelphia valve is locked posi- 


tively 


in position by the spring- 


loaded operating lever. It will stay 


shut even on the roughest road .. . 


and stay all the way open when you 
are unloading product. 


t 


) 


Equipped with a split wedge gate 


insure tight seating, this new 


valve is designed to stand up under 


tough operating conditions. Yet it is 


lighter and more compact than any 


competitive valve on the market 


split wedge or solid 


both weight and space 


Thus it saves 


and for 


every pound of equipment you can 


cut from your over-the-road trans- 


porter, 


you can add a pound of 


product. 


Available in 3 and 4-in. sizes, 


right or left-hand, all-bronze con- 


struction or aluminum with bronze 


trim. Write for complete informa- 
tion and dimensional data. 








From 
20-60% 
Lighter... 
Compare ! 


P.V. Face 
Size to Face 
3 in. 


4 in. 








NEW PHILADELPHIA HANDY GATE VALVE 


siashatinasieptnilalemireipeiamumnanemtentsinianttis 
Competitive 
Bronze Valves 


EE 





PHILADELPHIA aramineo ave. AND EAST TIOGA ST 


VALVE COMPANY 


Northeastern 

Jamaica Plain 30, 

tiarlem Ave., Chicago 

325 Fremont 5t San 
ge} 


Company, 5125 Santa 


Petroleur 


DISTRIBUTORS 


98 


Mass 
34 


Fra 


F 


e 


service & Supply, Inc 
A 


PHILADELPHIA 34, PA. 


37 
° mith McDonald Corp 
' e Oil Marketing Eq 
5, Calif. e Howard 
Ave Los Angeles 11, Calif 


Perfection appoints three 
Representatives 


INDEPENDENT 


new Sales 
THREE 
tributing 


wholesale dis- 


organizations in northern 
California, eastern Michigan and Texas 
are now handling the complete line 
of residential furnaces and aircondi 
tioning equipment made by the Per 
fection Division, Hupp Corp., Cleve 
land, Ohio 

In northern California the Refrig 
eration & Power Specialties Co., San 
and 
De 


in 


the line 


Semmler Wholesale Supply Co., 


Francisco, will handle 


troit, will represent the company 


eastern Michigan. Star Steel Supply 
Co., Houston, has been named distrib- 


utor in Texas 


Mueller Climatrol expands 
cooling Laboratories 
FACILITIES for testing airconditioning 
equipment have been expanded by 
Mueller Climatrol, Division of Worth 
ington Corp., Milwaukee 

and modified test rooms 
can simulate the climate of any 
of Mueller equip 
ment is sold. Total space of the lab 


The new 
area 
where 


the world 


oratories was increased by 3,700 to 
6,000 sq. ft., and cooling capacity 
available for testing equals the aircon 
ditioning requirements of 15 homes. 
Carrier Dealers fly 

to Bermuda, Mexico 

MORE THAN 500 Carrier Air Condi 
tioning Co. dealers and wives flew 
Mexico 


five days of sightseeing and entertain- 


to Bermuda 


or recently for 
ment, all expenses paid 

These retailers received expense-paid 
vacation as a result of Carrier’s “Cor 
ner the Market” incentive program last 
winter. They won the trips by their 
early of 


ordering airconditioning 


equi pment. 


Equipment leasing Plan 
offered by Orr & Sembower 
ORR & SEMBOWER, INC., Reading, Pa., 
has released to its distributors a boiler 
and burner leasing plan 

Orr & Sembower equipment avail- 
able for leasing includes their Power- 
master Positive flow packaged auto- 
matic boiler, their Powermaster Mod- 
els 3 and 5 line of packaged boilers, 


and their O&S Fuel Burning Systems 
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“We've 


of association with Texaco, 


gained over 300 new customers tn our 5 
says William H. 
‘lle, Corbeille Oil Co., Green Bay, Wisconsin. 


“Texaco policies are fair, and we like to work with 
the Texaco people. They are helpful in so many ways. 
That's why we like to sell the best... TEXACO.” 


Why there’s a promising future with Texaco 


1. Texaco is Consignee and Dis- 
tributor-minded. Proof: 842 
Consignees and Distributors 
have been with Texaco over 20 
years, some over 45 years. 

2. Proved and profitable sales 
policies for the Consignee and 
Distributor. 

3. Immediate product acceptance 
by your customers. Fuel Chief is 
sold under the nationally-famous 
trade-mark, the Texaco red star 


with the green “T.” 

4. Dependable, efficient delivery 
at all times. 

5. Fuel Chief is clean-burning. 
TEAM YOUR NAME with Texaco 
for a promising future. Send 
coupon now to Manager, Fuel 
Oil Sales Division, Texaco Inc., 
135 East 42nd St., New York 17, 
New York. 

TUNE IN TO 

REPORT 
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Stockroom on Wheels 


(Begins on page 60) 


“live with it from then on 


Along 


with the truck, the serviceman re- 
ceived a 22-page inventory list, cover- 
ing every item in the truck and locat- 
ing the of its 
truck compartment number or by 


items 


item by the number 


a tray number, in instances of 


located in trays. 

A serviceman is financially respon- 
sible for everything in his truck when 
a truck, 


he takes it over. Taking over 


a serviceman checks over its 22-page 
inventory list against what he finds in 


the truck, signs one copy of this for 


the company, and keeps one copy for 


himself. Each item in the inventory 


list has its own compartment number 
or tray number, and is expected to be 
stored there at all times. 

This system permits making an on- 
the-spot 


inventory check-up of the 


truck's the 


contents any 


The 


one 


time com- 


pany desires serviceman must 
have available of 
1 ? 


I the oilburner part in question, ) 


these things: 


WERE FE 
AND 
FAR BETW 


Back in ’25 when this rig was being 


assembled, oil heating was a 


new-fangled idea. It was just catching on with some of New York’s 


big apartment buildings, and the driver of this “ 


new” Mack Truck 


was measuring his deliveries with a stick instead of a meter. In fact, 
the automotive people were still struggling with a novel invention 


called ‘power take-off.” 


hundred gallons per minute! 
have to be called “fast,” 


Even by today’s standards, 
but pumping speed alone is no longer enough. 


But, even then, the importance of fast delivery 
must have been recognized, because t 
(just aft of the cab in the picture) 


he old No. 6-R Blackmer Pump 
had the surprising capacity of a 
this would 


Blackmer’s development of the modern TX Truck Pump has kept pace 
with all the other needs of a highly competitive fuel oil market. Fast 
pumping, quiet operation, dependability and easy maintenance are all 


reasons why smart dealers still tell the tank builder, 


Blackmer.” 


pen) "S08 materials handling'"’® equipment 


“BLACKME 


“Put on a 


If you’ve been taking whatever pump he gives you, find 
out why you should insist on a Blackmer 


Send for Bulletin 200. 


- / truck pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


Find your Blackmer Man under ‘ 


100 


Pumps" in the Yellow Pages 


a customer service billing record that 


covers the part, or 3) a company 


stockman’s signed credit ticket ac- 
knowledging that he owes the ser- 


because 


when the serviceman turned in a 


viceman an oilburner part, 
re- 
lated part he could not obtain a re- 
placement for it 

The servicemen in effect “use their 
“do their bank- 


ing” in connection with the perpetual 


checking accounts” or 


inventories of their trucks by appear- 
ing at the company’s main stockroom 

appointed times, different for each 
of the different men so that they get 
fast and thorough attention with re- 
spect to the new or rebuilt parts they 
their trucks’ 
The 
at 15-minute intervals, starting at 7 
AM 8:30 AM 


need for compartments 


or trays. men come in each day 


15 
at or 


ot 


and ending 
according to some similar system 
timing. 

Norman Miller had a few additional 
interesting points regarding his organ- 
ization’s new service-truck fleet, ser- 
vice operations in general, and fueloil 
sales and quality. 

A Ford heavy 


truck, 


duty Econoline van 


he explained, has a_ payload 
capacity of 1,650 pounds. One of his 
service trucks, equipped and loaded, 
represents a pay load of 1,200 pounds 
. add to that 200 Ibs. for the driver 
Because of the arrangement of the 
cabinets he had built into one of these 
service trucks, the left-rear tire carries 
i100 pounds more weight than the 
right-rear tire, with the driver in the 
truck. 
Miller 


spring 


Therefore, Norman ex- 


plained, the left-rear needed 
three more leaves than originally were 
in it, and the left-front spring needed 
one additional leaf. He said that pro- 
viding the extra spring leaves is a 
simple matter for any qualified truck- 
spring man. 

About Miller 
said, his company offers an “AC Plan”, 


or annual conditioning, 


oilburner servicing, 


which is not 
featured as a summer or fall check-up 
and tune-up, but which is done at any 
time year-round. 
The quality 


Plan” is 


of 


to 


the “AC 
be outstandingly 
high. Two men, who are required to 
stay 


Langie 
aimed 


in the customer’s furnace room 
or boiler room for a full one hour and 
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3 DIMENSIONAL ACCURACY 


fora better 


measure of profit 


The only criterion in petroleum metering... 


Accuracy at one rate of flow... accuracy 
over a wide range of flows... plus accu- 
racy sustained over many years... this is 
true three dimensional accuracy in 
petroleum meters. 

Most meters can give you the first two 
dimensions. The third dimension...accu- 
racy that doesn’t drift when your back is 
turned ...accuracy sustained over many 
years ...is most important of all. It must 
be built into a meter or you don’t get it 

. and that’s your biggest reason for 
choosing Neptune. 


Neptune's positive displacement meas- 
uring chamber is simple...only one mov- 
ing element. Through precise machining, 
it achieves true capillary seal. This con- 
trols slippage and practically eliminates 
metal-to-metal wear. Because of double- 
case design, it is not affected by pressure 
changes. And Neptune's patented “gear 
shifter” calibration mechanism simply 
cannot slip out of adjustment. 

To get true three-dimensional accu- 
racy on every truck and rack, be sure to 
specify Neptune. 


NEPTUNE METER COMPANY 


47-25 34th St., Long Island City 1, N. Y. 
Branches and Jobbers in All Principal Cities 
in Canada: Neptune Meters, Ltd., Toronto, Ontario 


LIQUID METER DIVISION 


| 








PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. 

Attach to your letterhead, mail for 

information, prices, FREE SAMPLES: 
(0 Degree Day Cards 

(0 Service Order [) Telephone Call 


(] Service Ticket (] Inter-Office 


() Service Record Correspondence 
Card ] EZE Stick Pressure 


oO Bathe Record of Sensitive Label * 
aily Recor 
Deliveries Price Charts 


( Service Dept. (] Weather Temp. 
Record Recording 


(1 Authorized Thermometer 
uthorize 
Receipt C] Safety Sidewalk 


Caution Signs 
(1 Door Knob , 9 
Notice Card * | [_] Sort-O-Matic Rack 


=) 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump! 





Company................ 


ES aan ee 


Serving 20,000 Petroleum Firms Over 30 Yrs. 


DEGREE DAY SYSTEMS 
39-30F 58 ST., WOODSIDE 77, N. Y. 


one-half, do the work . . . which in- 
Located in the cludes complete combustion testing or 


‘ efficiency checking, and of course a 
exclusive hotel area of 


thorough vacuum cleaning. Travel 


time permitting, two men make five 


Norman Miller is particularly proud 


of the widely publicized Langie fea 
3. AIR CONDITIONING fe 


4 ture of “Dry-Clean Fueloil”. This re 


TELEVISION lated to the fact that every Langic 


3 Ris fueloil truck is equipped with oil de 
an PRIVATE BATH hydrating equi ie of precisely 

> fare . oa e nw “CISC 

IN EACH ROOM 5 


the kind that must be used at every 

Housekeeping federally regulated airport for gasoline 
Apartments, too going into planes. 

Coming back to the Econoline ser 

vice trucks, custom fitted with alli 


tools, materials, fittings, and oilheating 
PARK CHAMBERS equipment parts a serviceman usually 
has been for, Norman Miller makes 


Corner 58th St. & Avenue of the Americas this as his final and most important 
NEW YORK CITY 19 point: Most encouraging of all, the 


In its location, service, atmosphere and time required to do a certain amount 
reasonable rates, it's the ideal hotel- 
home for transient and permanent 
guests. Single $9 to $12. Double $12 
to $16. 2-room suites from $18. Lower : 
rates by the week or month. example, has been reduced by 25 


of service work, to handle a certain 
number of standard service calls, for 


Write for brochure and map of through the use of these special trucks; 


New York’s most fascinating places the number of service calls a man 
to see and things to do - ; 

i bi can handle daily has been increased 

James A. Flood, Manager ; : 

correspondingly. 


HIGHE R COMBUSTION EFFICIENCY! 


LOWE. MAINTENANCE COSTS! 
NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 


PERFECT * 
DRAFT-CONTROL BY Quickdraft 


%& EXTREMELY HIGH NEGATIVE PRESSURES 


*% ACID RESISTING FINISHES 


% HIGHLY EFFICIENT WITHOUT CHIMNEY 
FOR INDUSTRY .. . Now you can boost the combustion efficiency British 908,000 


of your boilers, regardless of the fuel you use. Quickdraft power- 
draft units provide instant controlled draft and completely remove 


2,722,372 and 2,855,874 


Canadian 593,817 
Other patents pending 


all combustion, corrosive and noxious fumes at high temperature 
without passing them through the blower and motor. Maintenance 
costs are drastically reduced. Specify a Quickdraft unit to meet your 
particular requirements from a wide selection of various sizes. 
FOR INSTITUTIONAL AND COMMERCIAL BUILDINGS 
. . » Quickdraft eliminates costly, tall and unsightly stacks. Vent 
one, incinerators, heating plants and water heaters 


at roof level 


FOR CORROSIVE SERVICE 


safely and efficiently 


Write for QUICKDRAFT 
ENGINEERING DATA 


All Quickdraft units are available in standard acid resist- on your letterhead 
ing vitreous enamel, 316 stainless steel, carpenter 20 rigid today 


plastics (P.V.C 


, and with plastic or Fiberglas coatings. 





One of many actual OQuickdraft 


installations with or 
1017¢-@D = =~ without chimney. 


CORPORATION MATERIAL HANDLING UNITS WITH 
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Box 1353-F Sta. C, Canton S.W., Ohio EXTREMELY HIGH VELOCITIES. 
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FOR HEATING — COOLING 


Here’s the new Series 888 RIMSET thermostat with its 
newest feature . . . separate temperature selection scale and 
thermometer scale! This is the one thermostat unit that 
handles 12 different heating and cooling functions. You 
just stock variables of the subbase . . . the same thermostat 
simply plugs onto any one of the subbases. Remember 
RIMSET is easiest-to-set, easiest-to-read, simply dial the 
rim, the dial face remains stationary! 


quality thermostats . . . take 
your choice for heating, cooling 
or heating-cooling jobs! 


50 60 7080 9 
Tae VB. . a 
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FOR LINE VOLTAGE HEATING 


All-new, Type 822 line voltage heating thermostat fea- 
tures unique, easy-to-use, locking-type temperature 
selector knob. Extras include a built-in but concealed 
adjustable high limit stop . . . low operating differ- 
ential . . . large terminals on back of thermostat for 
easy wiring. Models also for cooling or heating-cooling. 


FOR HEATING ONLY 


New ... trim, thin-line Type 820 room thermostat 

with the dependable quality you expect and get from 

Penn. It features easy-to-read slide-set dial and sepa- 

rate thermometer scale . . . snap-acting contacts .. . 

ring-type heat anticipator. Easy to install and wire 
. . requires no mounting bracket, no leveling. 


Learn more about these better thermostats, ask your wholesaler or write to Penn. 


PEMM CONTROLS, VNC. case nics 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


103 





Add a “HANDYMAN” 
to your furnace 
cleaning crew for 


Check all these 
“HANDYMAN” 
exclusive features: 


© SPACE-SAVING MODERN DESIGN 
© ONE MAN OPERATION 

SELF CLEANING FILTER BAGS 

© FAST ALL WEATHER OPERATION 
© LOW MAINTENANCE 

© 75 Cu. Ft. SOOT HOPPER 

© CONVENIENT HOSE STORAGE 

© 2 EASY-TO-REACH TOOL BOXES 


Phone, Wire or 
Write Today 


__INdependence 3-5127 











The NEW, MODERN SPACE-SAVING 


CO AVOYMAN 


| F POWERVAC FURNACE CLEANER 


Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 
The General “HANDYMAN" Furnace Cleaner is built 
with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now... All resi- 
dential, commercial, institutional and industrial heating 
system cleaning jobs can be done with ease at a maxi- 
mum profit 

Investigate all the features and advantages of the Gen- 
eral “HANDYMAN" Powervac Furnace Cleaner before 
you buy furnace cleaning equipment for your shop. Send 
for our Profit Portfolio with complete information and 
prices on the “HANDYMAN" and other General Fur- 
nace Cleaners. Do it now and start profits rolling 
your way from more cleaning jobs, more repair jobs and 
more replacement part sales for a profitable iy6u 


Wm. W. Meyer & Sons 


8260 Elmwood Ave., Skokie, Illinois 





HIGH SPEED-HEAVY DUTY 


3 to 30 G.P.M. 


VIKING PUMPS 


for thin or thick liquids 


@ fuel oils 


@ soivents ® alcohol 


@ other liquids 


Fig..199 
Low Speed 
V-belt drive 


For additional information, ask 
for Bulletin $P-522EE 


@ lube oils 


we 


Fig. 197 
High Speed 


Pe direct 


connected 


~ 
ane 
ang 


Here yo are 
signed for high 


really rugged pumps—de 
speed and heavy duty, 
giving smooth, positive delivery of thin 
or thick fuel and lube oil, solvents, alco- 
hols and other liquids. They‘re built for 
t ous or ntermittent duty n such 
cations as filtration, circulation, trans- 

3 and booster service 
Capacities 


opeeads 


range from 3 to 30 G.P.M 

600 to 1750 R.P.M Temp 
from 40 to 225 decrees F., 
from 30 to 10,000 S.S.U 
non-lubricating liquids. 200 
for bricating liquids 


from 
erature range 
ty range 


P.S.1 for 


heavy-duty Vikings 
pumping service you ve 


these new 
y the best 
wr 


VIKING PUMP COMPANY 


Cedar Falls 


lowa, U.S.A. In Canada, It's ‘‘Roto-King’’ Pumps 


Offices and Distributors In Principal Cities ¢ See Your Classified Telephone Directory 
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Oregon OHI Ad Campaign 
(Begins on page 66) 
pare against gas and electricity; 
you'll find in 99 cases out of 100 
that gets MORE 
HEAT PER DOLLAR WITH MODERN 
OIL HEAT.” 


the customer 


Then turning to the back cover, 


there is a lot of information 


Heating Value-Comparison Chart 
Oil 

Yes 
Yes 


Electric 
No 
Yes 


Gas 
No 
Yes 


Lowest Cost 
Clean 

Minimum 
service charge 
Explosive 
Pilot light 
Home storage 
Wide availability 
of service 
Free service 

Competitive 

price 


No 
No 
No 
Yes 


Yes 
Yes 
Yes 

No 


Yes 
No 
No 
No 


Yes 
No 


Partial 
No 


Partial 
No 
Yes No No 
Facts prove that MODERN OIL HEAT 
gives more heat per dollar. 

Just the manner of presentation 
makes a difference. There is no hesi- 
tation — no “maybe” — no “perhaps” 
— no “it is said” — or “the consensus 
of opinion”. Every statement begins 
with “FACT”, or “the fact is—”. There 
are newspaper mats for dealer mem- 
bers. Bumper strips shout — “FACT— 
Oil Heat Costs Less”. Rubber stamps, 
available for a nominal sum, declare, 
—"Ever wonder what your fuel costs 
would be if you were using gas or 
Here 


the same amount of heat this delivery 


electricity? are the facts—for 


will provide, gas would cost 27% 
more. Electric heat would cost 120 
more”. 

A newspaper FACT campaign calls 
for 14 18” 


ments in the leading newspapers of 


six column x advertise- 
seven of the largest Oregon cities and 
two nearby cities in the State of Wash 
ington. With a readership average of 
2.3 per family subscriber, there will 
be a total of 24,415,047 
from May 


reader ex 


posures last until 
March. 

During mid and late summer, when 
the big push was on for both new 


homes 


next 


and conversions, radio was 
used to add to the facts presented in 
the newspapers. 

If the people of Oregon and south- 
western Washington are not well sup- 
plied with facts about fuels for house 
heating, it will not be because of any 


lack of effort on the part of the OHI 


ber 








MODERNIZE YOUR OIL SERVICE TRUCKS 
ee = Se SAVE TIME 


Built for long life of steel. All shelves with et TA 
adjustable bins. Models to fit all style =| —= ; ; d STOCK 
bodies quickly and easily installed with x : ; an 


simple hand tools 7 \ <P vex 
‘ TYPE 
BODY { 


Ws BUY DIRECT | | =ak=|< 


|| <a EASILY SELF INSTALLED = bus || 
bacreescste ont Write For Catalog And Prices REAR VIEW ECONOLINE Vat 
3 GREENWOOD ST., WAKEFIELD, MASS. 


tasy ano with one push of the button 


R A J A H T F R M | N A l 5 - CLEANS AND RESTORES CONTACTS 


ON OIL BURNERS, AIR CONDITIONERS 


FOR OIL BURNER SPARK PLUG = 5 gy GAS CONTROLS, ETC 
IGNITION CONNECTIONS r Sve 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


md 4 on 


Permits application in difficult areas. Prevents rust, pitting and corrosion 











Code No. C/T #11 Code No. S-SOS #11 AVAILABLE AT MOST JOBBERS OR WRITE FOR NEAREST DISTRIBUTOR. $2 





THE RAJAH CO., 35 Verona Ave., Newark, N. J. THE TANKIT Co.. INC 








THE HIDY DEGREE-DAY RECORDER WILL 


SAVE YOU UP TO 30% 


ON TRUCKING & BOOKKEEPING COSTS 


Would you pay $95 a year rental to save 
up to 30% on your bookkeeping and 
trucking costs? That's what hundreds of 
users of the HIDY degree-day system are 
saving every year. With this system you 
can deliver more gallons per mile—make 
fewer trucks do the same job. Can be 
bought or leased. In use in all parts of the 
country. The most accurate, easiest to in- 
stall, simplest to maintain degree-day re- 
corder on the market—and that statement 
is backed by $1000 reward for anyone who 
can prove otherwise! Write for full story 


. P one of this money-saving, work-saving plan (Note Gane terri 
Catalytic Fuel Oil Additive ask for Bulletin FO-O9. Please state tories still available 


REISER CHEMICAL CO. oo ee ee Ee 


information.) 
58-01 64th Street, Maspeth 78, N. Y. HIDY-BROWN RECORDER COMPANY CINCINNATI "30, OMIO 

















; at ton . 
THERE’S THERMOLOK-ADAPTO advantages: 
ONLY 


ONE 
THERMOLOK- 


ADAPTO 
ic}, Eagle}, | 


Reduces inventory space and costs 
Adaptable to 80% burners serviced 
Shielded to prevent radio or TV inter- 
ference 
Eliminates temporary hook-up and call- 
backs 
Takes all standard terminal fittings 
Mid-Point grounded 
Has 3 sets of terminals 
Competitively priced 
TRANSFORMER U.L. and C.S.A. approved 

AND ONE Guaranteed 18 months 
Be These advantages speak for themselves. 
DOES THE Available in 115V or 220V—see your local 


jobber today! 
JOB OF THERMOLOK MFG. CO., INC. 
TWELVE! 1099B Tulip Ave., Franklin Square, 
Long Island, N. Y. 





NEVER CLOG VAC! 


HERE’S WHY 
Never Clog filter guarantees full- 
time suction 


PULLMAN 


dependable operation gets you in 
and out of the cellar fast 
dependability means no. break 
downs, more sales calls 
paves the way for repair business, 
new installations, fuel oil sales 
makes happy customers steady 
HELPS YOU customers 
MAKE MORE 


SALES CALLS for more PROFITS 


PULLMAN VACUUM CLEANER CORP. 
25 Buick St., Boston, Mass. 





FIRE BOX 
& oilheat 


WANT ADS 





fueloil 


Advertisements are payable in advance 75c a line: 
minimum charge of $4.50 for 6 lines or less 


No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: ¢/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


TURN YOUR SURPLUS INVENTORY 
into cash. Mail list and price to Box 


STOPS 
OIL TANK 
LEAKS 
IN SECONDS 


MAGNE PATCH 


A POWERFUL MAGNETIC EMERGENCY TOOL 
GETS AT THOSE HARD TO REACH PLACES ! 
CAN BE USED OVER AND OVER AGAIN ! 


THE TANKIT CO.. INC. s6o BELMONT AVE NEWARK N J 





eveco aDJUST-ODRAFT 


Fully adjustable for precise accurate setting 
and instont response to draft variations 
ADJUST-O-DRAFT is quality constructed. A 
cost aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
moximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 


5 thru 12 inches 4s 
a 
MANUFACTURING CO. 
45-18—162nd Street, 
Flushing, L.1., N.Y 





DECALS—Service, nameplate or truck lettering and trademark made to your 
rder Easy to apply uniform, distinctive, economical for small or large 
eeds Write for catalog Mathews Co., 827 S. Harvey, Oak Park, II 


REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fibergla: 
ylastic Tack Bond. Apply to the outside of the tank. Put a new bottom in 

old leaky tank and make it just as good as new! One can is enough to 
the bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per 
ase of 12 cans. Order from Tank Bond, 400 F St N.E., Washington 2, D.C 


WANTED old oil burner ignition transformers in any condition Highest 
€ paid. Call in New York—REpublic 9-5990 


WANTED-—-MANUFACTURERS REPS. Major manufacturer of complete line 
arm air heating and cooling equipment wants manufacturers representative 
the following territories: Metropolitan New York, Outstate New York 
zton-Baltimore area. Western Pennsylvania, Tennessee, Louisiana, Ala 
Arkansas, Oklahoma. This is a hot proposition and can be a money 
for a well-established rep who knows his business. Send full details 

*r. Write Box No. 1556 


DISTRICT SALES MANAGER. Major manufacturer of complete line warn 
heating and cooling equipment needs district sales managers for the 
wing territories: Michigan, Ohio, Indiana, Illinois, Kansas, Missour 

Good background in heating and cooling sales is desired. Salary. bonus and 
expenses. This is a real opportunity for a go-getter. Send resume, ref 
ces and photo with first letter. Write Box No. 1557 


sALE—TWO OIL BURNERS #D37688 Webster Electric Co., two stage 
Ignition transformer, Jefferson Electric Co., General Electric built 

yverload protection. It can be used with group one and two co trols or 
with oil not heavier than number three. THE GEM CLAY FORMING, INC 
SEBRING, OHIO. YEllowstone 8-2101 


R SALE—COMPLETE BOILER ROOM— 1-150 HP Erie Economic type H 

150 HP Titusville-type W. T 125 lb. maximum pressure. Both Cantor 

ker Feed—complete with pumps, controls, hopper tacks, coal bin and 
conveyor. Kelmor Building, Salem, Ohio. Phone ED 2-4655 


DESIRE POSITION AS MANAGER. Over 20 year experience in heating 
field, sales, service, installation and management. Now employed as manager 
Wish to relocate. J. Eberhardt, Mountain Home, West Brattleboro, Vermont 


FOR SALE: Water terminal; wholesale, retail fuel. South Central Connecticut 
P cipals only. Write Box No. 1559 


SERVICEMAN WANTED to live in and work in Albany, N.Y. Must be 
experienced at handling service calls for domestic and industrial oilburners 
Can be a chance to go in business for yourself. Send particulars to The 
King Service, Inc., 1532 Fifth Avenue, Troy, N.Y 








COMPETE WITH GAS 
REPLACE THOSE OIL HOGS, WITH 





Hayward Rotary Atomizing Burners 


PERFECT FLAME PLACEMENT OF HIGH 
TEMPERATURE FLAME ENABLES YOU TO 
GUARANTEE 20 TO 50% GREATER ECONOMY 


HAYWARD OIJL BURNER CORPORATION 
125 WINTER STREET |= TAUNTON, MASS. 
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IGNITION COMPONENTS 





INSURE TRANSFORMER LIFE 
——~"=|WITH IGNITORS OF 
AF HIGH PERFORMANCE 

AN\| AND PROVEN ECONOMY! 


REPLACE IGNITORS AT 
“CLEAN-UP TIME” 











IGNITION COMPONENTS CO. 


P.O. BOX 423 BLOOMFIELD, N. J. PHONE: PILGRIM 3-0960 








November 
1961 

















Use “CRESCENT PARTS” Service 
Serving St. Louis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 








KEK CLEANED BOILERS Crescent Parts and 


LAST LONGER CONTROLS Equipment Co., Inc. | o1—cas—srtoxer 
GIVE EVEN HEAT 


Minneapolis- MAIN OFFICE & WAREHOUSE 
ame LESS FUEL as Honeywell 2100 $. 59th STREET 
a 2 ~ ST. LOUIS 10, MO 

AIR LOCK White-Rodgers Installations 
a BRANCHES Materials 


Detroit « Perfex 4729 GOODFELLOW AVE 
Penn ST. LOUIS 20, MO & Accessories 


n ’ 
| LABORATORY 540 WIMMER PLACE 
T % H I 
ital { & MADISON NEW JERSEY Mercoid ¢ General EAST ST. LOUIS, ILL eating Specialties 


INDEX TO ADVERTISERS 


M R 


Parts & Controls 


























Standard 
Conditioning Division 
be Instrument Corporation 
Mechanics Company G 
Refining Company 


Ford Motor Company 5 Mack Trucks, Inc ‘ Radio Corporat on of America 
Maid-O- Mist, Inc Rajah Compan; The 
Mastercraft Industries, Inc 5 Rectorseal 
McDonald Manufacturing Reiser Chemical Company 
Company, A. Y Rempe Company 
General Controls Compan; McDonnell & Miller, Inc Back Cover Roper Hydraulics, Inc 
General Filters Corporation Meyer and Sons, Inc.. Wm. W 104 
Gonset Division 97 Minneapolis- Honeywell _ 
Gorton Heating Corporation Regulator Company 32, 33 
Guardian Products Corporation Monarch Manufacturing Works, : . er 
Gulf Oil Corporation , q Inc Inside Back Cover Scovi Manufacturing Company 
Monogram Products Company 107 Scully Signal Company 
Motorola Communications Shell Oi] Company 
and Electronics 23 Shenango Refractories 
Mutual Manufacturing Company 106 Sinclair Refining Company 
Harve Inc Sid 7 Stewart-Warner Heating and 
Hayward Oil Burner Corporation N _ Air Conditioning Division 
Inside Front Cover Henry Furnace Company, The 1 ‘ Sun-Ray Burner 
Manufacturing Hess, Inc Manufacturing Corporation 
a5, 3 Hidy Brown Recorder Company National Cash Register Company Sur tran Hydraulics Division 
Hydrovalve Company Neptune Meter Company f Sundstrand Corporation 
Nevien Company Inc 


B 


ck & Wilcox Compa 
harach Industrial 
Instrument Company 
Bell and Gossett Company 
Bethlehem Corporation § 
mer Pump Company H 
Corporation 


any 
Meter Company Inc 
Products Division 


Cc O 
Motor Division } ‘ znition ymponents Compan 1 ank aon yppen 
Company 7 OPW Division, Dover Corporatior Tenneco Oil Company 
Company of America 3 c Olsen Manufacturing — Ir * ena 
Parts and Equipment Company, C A herm lok anufac in 
. I Co I 
i I rnace , } hr t r 
ur irnace Compa > 13 P Thrush ¢ 
Time Sa 
D K 
’ Paco Industries, Inc 
gv lo iepsrcoee Park Chambers Hotel 
Manufacturing Company Kenite Laboratory enn. Gentrele tan 
t ige Caleuls » o ¢ le ut , . 5 
es Calculating Systems — rng vant Philadelphia Valve Company Viking Pump Company 
8 e C r uc npée , . vot . . 
* = ‘ Kr is : Ges Vs Pullman Vacuum Cleaner Vulcan Electric Company 
tlectric aiss ompan) 


. ~ ‘ Corporation 
facturing Company ; Krueger Sentry Gauge Company 


E Q 
jalker Manufs 
Engineerirg Corporation 1 Lake Chemical Compan { Quickdraft Corporation, The 2 sales Corpors 
Burner Liquid Controls Corporation Quiet Automatic White-Rodgers 
facturing Company, 75 Lockheed Electronics Company Burner Corporation William Wallace Compar 


TONGUE & 


NEW! RECTORSEAL : LITE-CAST GROOVE JOINT 


HIGH 


COMBUSTION aT 2 a ey) | SIDE WALLS 
Slow dry — soft set. QUICK HEAT LONG LIFE . 


DOUBLE SEAL 
Dopes more joints per dollar . . . prevents BETWEEN 
leaks at all pressures. Won't settle, hard- MONOGRAM has gestae FLOOR & WALLS 
en, dry out or skin over in the open can ~ . . * 
Write for Sample. @ 369 Standard Designs and | ORECAST FLOORS 
If fast dry—soft set compound D>» sizes of LITE-CAST Insulating : 


is Ceclved use Rectorsas! $2) Refractory Combustion Cham- ° 
RECTORSEAL bers for ALL Boilers and AIR SPACE 


Dept. O Furnaces. BENEATH FLOOR 
2215 Commerce St., Houston 2, Texas .75 TO 23 GALLONS PER HOUR 


RECTORSEAL « MONOGRAM PRODUCTS CO., INC. 


THE POSITIVE LEAK PREVENTER 4 731 NORTH 35th STREET, PHILADELPHIA 4 PA 


Thread and Casket Sealing Compound 








Truck 
Talk 


by Chet Cunningham 


HERE'S a new accessory out from 
Cummins that could prevent a 
serious engine siezure or at least pre- 
vent cylinder liner scoring. The device 
works on a pressure differential of 
your coolant flow on the pressure side 
of the water pump. When the pres 
sure drops, an electrical contact is 
made and a warning light comes on 
in the cab. It’s effective at speeds that 
give you normal coolant flow 
Cummins says that improper cool 
ant flow may be caused by any of the 
following problems: 
e Insufficient or low coolant level 
e Excessive air entrainment in the 
coolant. 
air or vapor lock of the water 
pump. 
clogged radiator. 
water pump impeller slipping on 
shaft. 
water 
broken. 


e improperly operating thermostat 


pump belt slipping or 


e dirty radiator fins. 
Loss of coolant flow from any of 


these conditions results in overheating 


leakproof... 
buna-N 
O-Ring Seal 


swivels easy... 
steel ball bearings 
and races 


of pistons, cylinder liners and other 
parts of the combustion chamber and 
may be so rapid that the engine heat 
indicator gage will not show over- 
heating until the piston or liner scor- 
ing has occurred. A slight score under 
these conditions may “heal over” and 
not indicate a serious problem until 
another overheated condition occurs 
when much more serious damage re- 
sults 

A coolant flow indicator can catch 
this pressure drop very quickly and 
warn the alert driver of the problem 


before any overheating takes place. 


Do you ever back up your truck? 
Most of us do. But backing trucks 
causes more slow-moving accidents, 
material damage, and loss of life than 
any single maneuver in the trucking 
industry 

What you can't see behind you is 
important! And on most trucks these 
lays you can't see more than you can 
see Out behind 

In a recent test reported by the Na- 
tional Safety Council, a standard pas 
senger car was moved around a truck 
while the driver diagramed where he 
could it and where he couldn't. 
The diagram showed that the area im- 
nediately behind the truck was almost 

mpletely blind 

From directly behind the truck, the 
ar could not be seen out of both rear 
view side-mounted mirrors until the 
car had backed 30 feet behind the 


ck. Cars, bicycles, 


won't pull apart... 
steel snap rings 


children, posts, 


equipment, many objects can hide 
themselves in a 30 foot area. 

The distance from the front bumper 
to where the driver can see the ground 
is another dangerous spot. Many cab- 
over trucks cut this zone down, but in 
most trucks there is still a wide area 
of 


easily hide small children, bicycles or 


no-see” in front that again can 


equipment. 

Backing is your most dangerous 
movement. In your driver training ac 
cent this backing problem. Explain the 
problem, show how it can be lessened. 
Consider restricting the backing of all 
company trucks. Some firms go so far 
as to insist that a guide must walk in 
back of a backing truck in congested 
areas to warn both the driver and per 
sonnel. 

In crowded city areas some firms 
prohibit backing of any type. They 
have found that while they may have 
to drive a block out of their way, the 
lack of bad publicity concerning back- 
ing accidents has overshadowed any 


inconvenience or expense. 


Don't let your battery keep in a 
state of discharge by dirt on top of 
the casing. This dirt and grease can 
prevent the battery from reaching a 
fully charged state by allowing volt- 
age to leak away to the ground. You 
can lose four or five volts from a 
single cell because of this dirty condi- 
t10n. 

So wash them up, not only the acid, 


but the dirt and grease too 


NEW -2s. SWIVEL 
vity BALL BEARINGS 


It's the new OPW 20 Swivel . . . swivels easy—real 
easy. Has precision steel ball bearings and races. 
OPW 20 on a nozzle is like power steering on a car 
—gives smooth, effortless control. Leakproof (guar- 
anteed!) Won't pull apart (that’s guaranteed, too). 
You'll never have to repair it—there’s a factory 
rebuilt swivel exchange program. A good deal. De- 
tails in Bulletin NP-20. Write today. 


DOVER CORPORATION 


VALVES, COUPLINGS, SPECIALTY PRODUCTS FOR HANOLING HAZARDOUS LIQUIDS 
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NOZZLES 


are GUARANTEED 
UNIFORM 


ST 
CHOICE 


OF THE INDUSTRY 
SINCE 1926 


What is Uniformity? According to Webster, Uniformity means 
unchanging . . . unvarying. Carry this to almost fantastic perfection 
and you have Monarch uniformity. 

Exclusive machines, designed and manufactured by Monarch per- 
mit regular nozzle production to tolerances of 1/10,000 of an inch. 
Certain critical dimensions are within even closer limits. No other 
nozzles have achieved such a high standard of precision. 

And remember: Monarch guarantees every single nozzle is individ- 
ually tested on oil. Monarch’s erclusive precision machining and 
individual oil testing is your assurance of perfect uniformity and 
superior nozzle performance. 

Next time, insist on Monarch Nozzles. You'll see a big difference. 


aS 
NEW! HIGH EFFICIENCY AIR MIXING EQUIPMENT 


Get “Combustion head’’ performance at 
ordinary air-cone-stabilizer prices. 
Monarch’s new F-124 cones and H-660 
stabilizers combined with Monarch “R” 
series nozzles provide intimate air-oil 
mixture for stable, pulsation-free, high 
efficiency flame. Available for 37%’ and 


4’ I.D. air tubes only. For original equip- ’ 

ment or conversion. ; f , 
REPLACEMENT AIR MIXING EQUIPMENT 

Bladed Cone Ring and four blade Sta- 


bilizers for ordinary Air Tube replacement MANUFACTURING WORKS, Inc. 


from 3'6” to 8” I.D. Also special ‘‘Anti- 


Pulsation” equipment. 2503 £. ONTARIO ST., PHILADELPHIA 34, PA. 


Also available: Flame Mirrors, ‘‘24"’ and 
“48” Nozzle Boxes, Racks, Wrenches, etc. 


t. (Except 8 








The high 

cost of 

low water. ..§..and the 
low cost 


of basic 





Low water in a boiler is as unpre- 
dictable as it is costly. That’s why 
no part of a boiler installation 
deserves as much respect as the 
boiler water control...the combi- 
nation mechanical boiler water 
feeder and electrical low water 
cut-off. 

We have called this the basic 
safety control. If we could find a 
stronger word than “basic,’’ we 
would use it. When low water 
occurs the boiler water control is 
truly basic—the last and final safe- 
guard...the ‘‘or else,’’ the para- 
chute, the lifebelt. 

A boiler water feeder may sim- 
ply stand guard for weeks, even 
months. But now without warning 
low water occurs. Will the control 
do its job? The McDonnell answer 


is the greater dependability that 
results from advanced design car- 
ried out in traditionally better 
construction. In short, the many, 
many years of ‘“‘Doing One Thing 
Well.”’ 

Proof of this is found in the long 
list of basic contributions to 
dependable operation pioneered in 
McDonnell controls: the cool feed 
valve; the stainless steel needle 
valve and seat; the quick hook-up 
fittings; the tailor-made, straight- 
through blow-off valve. 

In proportion to the benefits it 
provides, the cost of basic safety is 
almost negligible. Give it the re- 
spect it commands. Install the best. 
See that it is properly maintained 
and cared for. Ask for the booklets 
on Basic Safety. 


MCDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 


~ MEDONNELL 





safety 


MCDonnell No. 47-2 for steam boilers, and 
its equivalent, No. 247-2 for hot water boil- 
ers, provides double safety. Mechanically 
odds water when necessary. Electrically stops 
the burner in case of emergency. Larger sizes 
for larger boilers. 


These booklets tell the whole story 
of basic safety. Ask for them. 


Bulletin L-711—Steam Boilers 
Bulletin P-30C—Hot Water 
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